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Commissioners 
Absorb Legal Lore 
At Chrysler Hearing 


Hartwell Cabell, Counsel for Pal- 
metto, on Grill Most of 
Afternoon 


DISCUSSION IS HIGHBROW 
Alexander & Alexander Get 10%, 


Commission for Their Share 


in Chrysler Deal 





With the modified insurance plan of 
the Chrysler company, motor car manu- 
facturers, under review, a hearing was 
held at the Hotel Astor this week by 
three insurance commissioners—Conn of 
Ohio, Monk of Massachusetts and Cald- 
well of Tennessee. They had been ap- 
pointed at a Chicago meeting some 
weeks ago. 

It was an exceedingly highbrow legal 
affair with Hartwell Cabell, counsel for 
the Palmetto, on the grill for a couple 
of hours. After answering questions 
about the fire and theft end the grilling 
extended into the possibility of a similar 
plan, if not stopped, going into the prop- 
erty damage end which led into consider- 
able discussion relative to automobile 
liability insurance. At this point Com- 
missioner Monk became very much in- 
terested and explained how Massachu- 
setts intended to keep its weather eye 
on the “bad car owners,” which he hoped 
would be through a clearing house un- 
der auspices of the state. During this 
part of the discussion the statement was 
made that the adoption of compulsory 
automobile insurance would have a ten- 
dency to lead to state fund insurance 
to which everybody agreed, and then 
quickly Messrs. Conn, Monk and Cabell 
said they were against,very much against 
a state fund proposition. 

Wide Range of Discussion 


As the discussion veered to methods 
of finance company operations, dealers’ 
credits with banks, assignment of poli- 
cies, quality of the service which would 
be furnished the buyers of part payment 
cars, adjusting methods and commis- 
sions, the lawyers present—each of 
whom was impatient to ask questions— 
got into very delicate arguments, ques- 
tions being shot at Mr. Cabell as from 
a Gatling gun. He nonplussed his in- 
terrogators by always starting his answer 
by agreeing with the interrogator, even 
rubbing it in a little bit by eventually 
wondering why'such a simple question 
could be asked, and then concluding by 
giving his own angle which quite fre- 
quently was not in agreement at all. 
To illustrate: 

Mr. Caldwell, sharply: “Now, Mr. 
Cabell, in reference to your statement 
about the dealers and part-time car 
buyers, is it not true that such and 
such would be the case?” 

Mr. Cabell, smoothly: “Why, of 
course, we have thought of that. In 
fact, I told the Chrysler people that 
very situation would be sure to 


(Continued on page 19) 
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PHOENIX 


Assurance Company, Ltd., 


of London 
100 William Street, New York 


A corporation which has stood the test 
of time! 144 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
75 Maiden Lane, New York 


—————— 





















































Satisfied Policyholders 


More than 67% of all insurance written 
by this company since 1867 is still in force 
today. What better evidence could there 
be that policyholders appreciate the “golden 
rule” service of Iowa’s Oldest Company? 

Men desiring to become agents for a good old 
line company will realize the advantage of a con- 
tract with this company of satisfied policyholders. 


EQUITABLE LIFE 


INSURANCE COMPANY 
OF IOWA 
Home Office: Des Motimes 





Founded 1867 











The Peak Load 


To maintain his maximum Peak Load of production, and thus derive 
the utmost income from his work, the Fieldman needs every reasonable 
Home Office aid—quick decision on applications, quick issuance of 
policies, quick handling of beneficiary changes, quick making of loans, 
and, above all else, immediate payment of death claims. Add to these 
a comprehensive Sales Help Service, such as Home Office publications 
and literature. 

This Company is unexcelled in these various services. And it is con- 
stantly making improvements. 

We have places for men and women who are content with nothing 
less than the best in life insurance. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 























Many Short Term 
Endowments Sold 
To Stage People 


John McCormack, Most Famous 
Singer, Bought One For 
$250,000 


EXPERIENCE OF JOE WEBER 


Lew Fields’ Partner Glad He 
Owned 15 Year $50,000 
Endowment 





Will Rogers is not the only actor 
who during the top of his earning power 
has bought short-term endowments. 
Tue Eastern UNpbERWRITER learned this 
week of a number of such policies taken 
out by theatrical and musica! favorites, 
who have regarded it as the better part 
of wisdom to have the investment angle 
in mind along with the protective when 
they were buying insurance. : 

John McCormack, most famous of men 
concert singers, carries a short term en- 
dowment of $250,000, which he took out 
a few years ago. 

Joe Weber’s Policy 


During the course of its inquiry into 
the subject of celebrities of the stage 
and their insurance the reporter ior 
Tue Eastern UNvERWRITER irterviewed 
Joe Weber who with Lew Fields formed 
the famous comedy team of Weber & 
Fields. After starting as boy “knock- 
about and German dialect artists” in 
dime museums and even barroom music 
halls they leaped into fame, becoming 
the most popular team of the kind in 
the country and for years delighted 
New York with their comedy at their 
Weber & Fields Music Hall. 

When about thirty-seven years old 
Mr. Weber took out a policy for $5€,- 
(00, a fifteen-year endowment, at a timc 
when that was a big policy for an actor 
and many companies “were not keen 
about writing stage stars. He told THE 
EASTERN UNDERWRITER that when the 
policy matured he got over $80,000 from 
the insurance company. 

“There is nothing you can quote me 
too strongly as saying about life insur- 
ance,” he said to THe Eastern UNDER- 
wRITER. “My experience with my policy 
gave me pleasure and comfort. I am 
glad that I took out the policy I did 
because I knew the money I put into 
it was well invested. Will Rogers is 
entirely right in saying that the tenure 
of popularity on the stage is problem- 
atical. Broadway can present many liv- 
ing examples of men once very success- 
ful in the theatre who are not so now 
as audiences have forgotten them or 
turned to new favorites. 

“While stage people have their ups 
and downs and must be ‘good fellows’ 
in order to retain popularity, at the same 
time the condition and estate of the 
average actor now has undergone a 
tremendous change. As a general prop- 
osition, now, you might say that there 
are no actors of reputation who are 
poor in a material sense unless they are 
themselves responsible through extra- 

(Continued on page 14) 
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Are You Selling 
Out of a Barrel? 


j ipre STOREKEEPER of 18 0 sold every- 


Times have changed. The grocery mer- 
thing “out of a barrel.” 


chant of 1926 has no “barrels.” His 
shelves are covered with branded goods — 
packages and cans and bottles bearing the 
names of the makers-—-names that have 
been made known to their customers 
through National advertising. 


If customers 
had asked whose crackers were in the 
barrel, he would have thought they were 
crazy. They were Avs, of course. He 
didn’t make them but he so/d them. 





7” In the insurance business, some agents 
still expect their customers to buy ‘out 
of a barrel’’—to take any policy with- 
out question, because //ey sell it. Others 
deal in branded and nationally advertised 
“voods.”’ ‘The names on their “shelves” 
are as well known to their customers as 
their own. ‘The customers of these mer- 
chants have increased confidence in the 
protection they are buying and increased 
respect for the agent who sells it. 





“We always require an Aitna 

Surety Bond!" 4" Sim ae Saari 
” _ 

Sa ger cae teed foe fend commen bn cm 


VUichich kind of merchant are you? 











In JANUARY, Etna protection is being made even 
better known to 5,000,000 readers of the Saturday 
Evening Post and other national magazines. 














AZTNA LIFE INSURANCE COMPANY AND AFFILIATED COMPANIES 


ATNA CASUALTY AND SURETY CO, STANDARD FIRE INSURANCE CO. AUTOMOBILE INSURANCE CO, OF HARTFORD, CONN, 
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Missouri State Deal 
Had Birth in December 


SINGLETON APPROACHED HERE 





Attending Life Presidents’ Meeting 
When Actuaries Arranged for Inter- 
Caldwell Was in Florida 


view; 





General S. H. Wolfe and his brother, 
Lee J. Wolfe, consulting actuaries of New 
York, were sitting in the Hotel Astor 
listening to the speakers at the meeting 
of the Association of Life Insurance Presi- 
dents in December. During a lull in the 
proceedings, S. H. Wolfe turned to his 
brother and pointing to M. E. Singleton, 
president of the Missouri State Life, who 
sat near him, asked if he thought the 
latter would be willing to sell the company. 

“Ask him,” was the comment of his 
brother. 

The General and Mr. Singleton retired 
to a mezzanine floor and Mr. Singleton 
said he would consider a proposition to 
sell his stock. 


Wire to Florida Reaches Caldwell 

The Wolfe office had some dealings with 
Rogers Caldwell, Nashville bond and in- 
yestment banker, and a wire was _ sent 
to him asking that he meet S. Herbert 
Wolfe in Chicago where the actuary was 
going to attend a meeting of insurance 
commissioners. The wire reached Cald- 
well in Florida where he was attending 
the investment bankers’ convention and 
Caldwell sent a dispatch saying his counsel 
would meet the actuary in Chicago. 

Mr. Caldwell’s counsel returned to Nash- 
ville and soon the banker had the actuary 
on the wire, finding General Wolfe in 
Pittsburgh. To Pittsburgh also telephoned 
Mr. Singleton. At first the ideas of the 
two parties were widely divergent but a 
constant interchange of long distance calls, 
the Wolfe office in New York being the 
Clearing House, resulted in compromises 
on both sides and a meeting was arranged 


in New York. Messrs. Caldwell and Sin- 
gleton and their counsel came to New 
York on New Year’s day; preliminaries 
were discussed. Then L. J. Wolfe went 
to St. Louis and the deal was closed. 

These, in brief, were the steps taken in 
the swinging of a deal involving the sale 
of control of a company with almost $600,- 
000,000 insurance in force. It was not the 
first reinsurance transaction of the Wolfe 
office. , 

S. H. Wolfe reinsured the Covenant 
Mutual in the Metropolitan many years 
ago when L. A. Cerf was vice president 
and manager of the Covenant, and David 
Francis, former governor of Missouri, was 
president. Later the Wolfe office engineered 
the deal by which the Central Business 
Men’s Association bought the Great Nor- 
thern of Chicago. 


How S. H. Wolfe ‘Became an Actuary 

S. H. Wolfe was assistant engineer of 
the Brush Electric Works in Baltimore 
when the plant was destroyed by fire. He 
had studied mathematics under James W. 
Mason, an old actuary. 

When the Netherland Life was about 
to start in this country its actuary was ill 
in London and S. H. Wolfe was recom- 
mended for the place temporarily. Later 
the appointment was made permanent. When 
the Netherland tried to enter Connecticut 
S. H. Wolfe met William D. Whiting, 
then Connecticut department actuary and 
dean of the profession. A hearing was 
held; the company was not admitted. 
Whiting went to Alaska and before going 
left word if any actuarial work had to be 
done he would recommend the Netherland 
actuary and he was asked to examine the 
National Life Association of Hartford, 
which was done. Although thought to be 
financially sound, it was found to be a 
shell and went into the hands of a re- 
ceiver after the officers had fled. 

That was the start of S. H. Wolfe as 
a consultant actuary. 

During the war S. H. Wolfe began his 
service as a captain in the quartermasters’ 
reserve corps, U. S. A., going into the 


construction division. Judge Julian Mack 
and Captain Wolfe were asked to co- 
operate with Secretary McAdoo on the 
formulation of a plan for the care of 
dependents of soldiers and sailors. Gen- 
eral Wolfe had much to do with the draft- 
ing of the War Risk Insurance Act. He 
then went to France to organize and put 
into operation the European office war risk 
insurance in Paris. He established branch 
offices there. He was given the Dis- 
tinguished Service Medal by our Govern- 
ment and the Cross of Legion of Honor 
by France. He is now a brigadier general 
in the reserves. 


Handled Insurance For Alien Prop- 
erty Custodian 

Lee J. Wolfe, after attending the Col- 
lege of the City of New York, worked for 
the Security Trust & Life and the Provi- 
dent Savings. He joined his brother in 
1901. During the war he had charge of 
insurance work in connection with the 
cantonment division until he went with 
the Alien Property Custodian, going to 
France and Germany in connection with 
investigations of dyes and shipping. Re- 
turning, he had charge of insurance in- 
vestigations for the Alien Property Cus- 
todian. 





E. G. MANNING CHANGE 

By. mutual agreement Paul F. Clark, 
Earl G. Manning and A. Stanford Wright 
who have been operating the Paul F. 
Clark Agency of the John Hancock Mu- 
tual Life Insurance ;Co. for Eastern 
Massachusetts. have made a change in 
their partnership arrangements whereby 
Mr. Manning withdraws from the 
agency. 

Mr. Manning has been appointed a 
general agent by the John Hancock Mu- 
tual Life Insurance Company for East- 
ern Massachusetts and will operate in an 
individual capacity. Mr. Clark and Mr. 
Wright will continue the business of the 
Paul F. Clark Agency along the same 
lines as heretofore. 


Seaboard Bank Offers 
Aid in Trust Business 


—_——_—_—. 


ENGAGE LAWRENCE G. HANMER 


Formerly With P. M. Fraser Agency 
Where He Made Outstanding Suc- 
cess; 3 Years’ Experience 





The Seaboard National Bank of New 
York, one of the most substantial insti- 
tutions of the city, has made a definite 
step toward co-operation with life insur- 
ance men on insurance trust business by 
engaging Lawrence G. Hanmer, an insur- 
ance trust specialist, for its trust depart- 
ment. This is probably the first bank in 
the metropolis to initiate such a step for 
constructive assistance to life insurance 
men in the field. It will be Mr. Hanmer’s 
purpose not to write insurance but to 
help brokers and agents close insurance 
trust business. He has prepared a prac- 
tical plan for utilizing the trust facilities 
of the Seaboard to assist a prospect in 
creating an estate. Mr. Hanmer’s serv- 
ice will provide the “do it now” urge, 
which he feels is commonly lacking in 
the conventional arguments for the es- 
tablishment of an insurance trust. As- 
sociated with Mr. Hanmer is Harvey E. 
Fisk, Jr. 


In Insurance Only 3 Years 


Mr. Hanmer is a graduate of Stevens 
“Tech” and was c sales engineer until 
1923 at which time he became associated 
with Francis C. Carr & Company, New 
York insurance brokers. He then joined 
the Peter M. Fraser Agency, Connecticut 
Mutual in New York, devoting his time 
exclusively to life insurance. In eight- 
een months with this agency he paid for 
about $500,000. One of his most success- 
ful acccounts was the Cunard Anchor 
Association, the employes’ club of the 
Cunard Steamship Line. He recently 


(Continued on page 8) 















































JOHN M. RIEHLE, Manager 
THEODORE M. RIEHLE, Associate Manager 


The Equitable Life Assurance Society of the U. S. 
68 William Street, New York 


Announce 


the Appointment of 


JOSEPH A. CAUFIELD 


Agency Superintendent 
for that agency effective January 11th, 1926 


Mr. Caufield brings to the Riehle Agency a fine experience acquired 
over many years and the good-will of a host of friends among 
agents and brokers with whom he has had contact in New York City. 


Mr. Caufield is at your service! 
Telephone: John 4343 
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Insure To Pay The Tax 
The Law of 


Inheritance Taxation 


AND 


The Federal Estate and Gift Taxes | | 


By GLEASON & OTIS 
1925 ®y GLEASO! 
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| 38 STATES and the 

| FEDERAL Government 

| have CHANGED THEIR 

| LAWS since the last edition 
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A lenender Otis 


TAKE OUT LIFE INSURANCE 


For Payment of Inheritance Taxes 


Many estates are forced to sell real estate and securities to get the ready money 
to pay these taxes. 


A provident testator will insure his life for an amount sufficient to meet this 
demand upon his estate, and conserve his assets. 


This subject receives especial attention in the present edition. 


A Solicitor Equipped with the Arguments It Furnishes Should Be Able 
To Write Many Policies on this account. 


ADVISE THE LIVING pon a ona nena nn == === === 


How to Provide for Estate and Inheritance Order form. 
Tax Payments 








Send, carriage prepaid, Gleason & Otis on Inheritance 
Taxation, 4th Edition, 1925, for which I agree to pay 
$15 with order. 


Federal Estate Tax of 1925——A complete and comprehensive study, 
with Rules, Regulations, Practice, Forms and a Digest of Federal 
Decisions. 

. Federal Gift Tax.—An analysis and treatise on the subject, with Rules, 
Regulations, Practice and Forms. 

. Law of Inheritance Taxation—A _ general treatise, divided into 
twenty-four chapters, with 2500 citations, including all importaht 
decisions up to July Ist, 1925. 

IV. Complete Table of Cases and Index. 


The Eastern Underwriter Company 
86 Fulton Street, New York, N. Y. 


The Eastern Under- 
writer Company, 

86 Fulton St., 

New York, N. Y. 
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John M. Holcombe Dies 
In Hartford, Aged 78 


HELD IN HIGH AND WIDE ESTEEM 





President of Phoenix Mutual for Twenty 
Years; Then Became Chairman 
of the Board of Directors 





John M. Holcombe, chairman of the 
board of the Phoenix Mutual Life, and 
for two decades president of. that com- 
pany, died in Hartford in his seventy- 
eighth year on January 15. He had been 
in ill health for months, but continued 
visiting his office until January 5. 

His popularity was _ widespread 
throughout the business and news of his 
death was heard with great regret. 
The Association of Life Insurance Pres- 
jdents appointed to attend the funeral 
Walton L. Crocker, John Hancock; 
James V. Barry, Metropolitan Life; M. 
B. Brainard, Aetna Life; Robert W. 
Huntington, Connecticut General; W1l- 
liam W. McClench, Massachusetts Mu- 
tual; Burton H. Wright, State Mutual. 

Mr. Holcombe traced his ancestry in 
this country to Thomas Holcombe, who 
settled in Dorchester, Mass., about 1630. 

Graduate of Yale 


After attending Hartford schools he 
went to Yale, being graduated in the 
class of 1869. He went into the actuarial 
department of the Connecticut General 
and then to the state insurance depart- 
ment where he was actuary from 1871 
to 1874. In the latter year he was elect- 
ed assistant secretary of the Phoenix 
Mutual Life; became secretary in 1875; 
vice-president in 1889, and president in 


Promoted Yale Course 


Mr. Holcombe was one of the pro- 
moters of the insurance course at Yale 
University, and lectured there on in- 
surance and kindred topics for several 
years and also om the same subject at 
the Western Reserve University and at 
life insurance gatherings in various parts 
of the country. A collection of his 
lectures was published by him in 1908, 
entitled, “Addresses on Life Insurance.’ 

Due to his experience in the science of 
, life insurance, Mr. Holcombe was fre- 
quently consulted by state officials and 
legislators, a notable instance of this be- 
ing the insurance investigation in New 
York state in 1905 and 1906, and during 
the codification and passage of legisla- 
tion emanating as a result of this cod- 


ification. He was one of the founders 
of the Association of Life Insurance 
Presidents. 


A Republican in politics, Mr. Holcombe 
served in the common council from the 
old Second Ward in 1882 and 1883, the 
latter year as president of the board. 
He was president of the board of alder- 
men in 1885, and the originator of the 
Hartford board of health, upon which 
body he served as a commissioner. As 
a member of the city plan commission 
and the board of finance, Mr. Holcombe 
also served the city. 

He was one of the organizers of the 
old Fidelity Trust Company, of which he 
was a director and ‘for some years 
president. He was also a director of 
the National Surety Co., the Phoenix 
National Bank and the United States 
Security Trust Co. At the time of the 
merger of the two trust companies he 
resigned the directorship of the bank, 
due to the federal law restrictions. He 
was one of the charter members of 
the _Actuarial Society of America; 
President and trustee of the Mechanics 
avings Bank; the Hartford Municipal 











Distinctive Agency Service 


The Mutual Benefit through its educational 
methods affords every opportunity to its rep- 
resentatives to so fit themselves that they may 
be competent to give sound advice to their 


clients along Life Insurance lines. 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


Organised 1845 


Newark, New Jersey 








Society and the Insurance Institute. He 
has been treasurer of the Yale loan fund, 
and was a director of the Phoenix In- 
surance Co, and the Peck, Stow & Wil- 
cox Company. : 

Mr. Holcombe was a member of the 
Sons of the American Revolution, the 
Society of the War of 1812, the Society 
of Colonial Wars, the Wolf’s Head So- 
ciety of Yale, the University Club of 
New York, the Hartford Club and the 
Hartford Golf Club. He was a member 
of the Center Church. 

Had Two Honorary Degrees 

Mr. Holcombe was the recipient of 
two honorary degrees, that of M. 
being conferred upon him by Yale in 
1909 and that of LL. D. by Trinity Col- 
lege in 1920, 

He was married, January 29, 1873, to 
Emily Seymour Goodwin, the daughter 
of Edwin Olmsted Goodwin of Brook- 
lyn, N. Y., and they had three children: 
Harold Goodwin Holcombe, in the in- 
surance business; Miss Emily Margue- 
rite Holcombe, and John Marshall Hol- 
combe, jr., manager of the Life In- 
surance Sales Research Bureau of this 
city. There are also nine grandchil- 
dren. Mrs. Holcombe died March 28, 
1923, and is buried in the Ancient Bury- 
ing Ground, in the rear of the Center 
Church, on Gold street, in the work of 
restoration of which she was active. Two 
years previous to Mrs. Holcombe’s death 
they celebrated their golden wedding at 
their home in this city. 





AN IMPORTANT DINNER 





President McCarter, Fidelity Union 

Trust, to Entertain N. J. Insur- 

ance Men 

In appreciation cf the co-operation 
which existed between the Fidelity 
Union Trust Company of Newark and 
the life insurance fraternity of New 
Jersey, especially in respect to the exten- 
sion of the life insurance trust movement 
in northern New Jersey, President Uzal 
H. McCarter of the Fidelity Union Trust 
will be the host at an important dinner 
to be given at the Robert Treat Hotel, 
Newark, on Tuesday evening, January 
26, at which time Edward A. Woods of 
Pittsburgh will be the speaker. 


Late George Kuhns 
Lifelong Hard Worker 


PAID FOR HIS OWN EDUCATION 





Under His Direction Bankers Life of 
Iowa Made Phenomenal Success; 
Loved Outdoor Life 





While heart trouble and influenza were 
in part responsible for the death last 
week of George Kuhns, for twenty- 
three years with the Bankers Life of 
Iowa and president for nine years, over- 
work had something to do with his ill- 
ness becoming fatal. He had under- 
taken a campaign to create a new mar- 
ket for corn through the use of corn 
sugar, and during a number of nights 
had appeared at the broadcasting station 
of the Bankers Life broadcasting a mes- 
sage in behalf of the movement. 

Mr. Kuhns was born on farm in II- 
linois and worked hard as a boy, not 
only for his own parents but for other 
farmers at various times. He earned 
his way through high school by this 
work. 


Worked His Way Through College, Too 


After graduating from high school, 
Mr. Kuhns took up his residence in 
Iowa and in 1880 entered Iowa State 
College at Ames. Once he had pur- 
chased the necessary school books, he 
had $18 dollars left and immediately set 
about to secure work which would en- 
able him to continue in school. He 
worked at odd jobs of all kinds, includ- 
ing the working out of poll taxes for 
college professors, by working on the 
state road, acting as secretary to the 
president of the institution and assisting 
in planting trees on the college campus. 

Serious illness forced him to leave col- 
lege before graduation and when he had 
recovered, he began upon his life insur- 
ance career, first as an agent for the 
Washington Life of New York, later in 
the same capacity with the Mutual Life 
of New York and still later helping to or- 
ganize the Economic Life of Clinton, 
Iowa. 

While with the latter company, Mr. 


Kuhns’ connection with the Bankers 
Life Company began. At first he was 
a special agent for the Bankers Life, 
where his work quickly brought the 
favorable attention of officers. A few 
years later he gave up his connection 
with the Economic Life to devote all 
his time to the Bankers Life Company 
as field manager. Through the succes- 
sive offices of second vice-president and 
vice-president he was advanced to the 
presidency of the company in 1916, 
Under Mr. Kuhns’ direction the com- 
pany has shown a phenomenal success. 
In the nine years during which he 
shaped and guided the destinies of the 
company, its assets increased from $30,- 
000,000 to more than $71,000,000 and its 
insurance in force from less than 500 
millions of dollars to more than 800 mil- . 
lions. 





REMARKABLE RECORD 





L. E. Baldwin Lapse Figures Very Low; 
Percentage Figures Since 1913 


Lathrop E. Baldwin, manager of the 
New England Mutual at 5 Maiden Lane, 
has achieved some unusual results in 
small percentage lapse during the past 
thirteen years. For instance, of all the 
Baldwin business issued and paid for in 
1913 6444% of it was still in force, pay- 
ing premiums, on January 1, 1926. The 
figures in detail covering a period of 
years follow: 

Year of 
Paid Issue 


Percentage in Force 
January 1, 1926 





unusual showing speaks 
for itself; and when asked how it had 
been achieved year after year, Mr. Bald- 
win said that about 1913 he started a 
carefully thought out renewal collection 
system, which seems to have worked. 





TAX BILL EXEMPTS LIFE COS. 





Proposed Rise in Corporation Income 
Rates Will Not Affect Them, Says 
Senator Smoot 


Changes in the revenue law which have 
been agreed upon by the Senate Fi- 
nance Committee, repealing the capital 
stock tax, and increasing the corpora- 
tion income tax from 121%4% to 13% for 
1926 and 131%4% for 1927, will have no 
effect upon life insurance companies, it 
has been announced by Senator Smoot 
of Utah, chairman of the committee. 

Announcement of the proposed 
changes brought an avalanche of tele- 
grams and letters from leaders in the 
business, who feared that the proposal 
would upset the situation as regards life 
companies, and resulted in the committee 
making provision for the continuance of 
the present rate of 124%.% on such com- 
panies. 





WRITE NEWARK ARTICLES 


J. W. Stedman, vice-president in 
charge of investments of The Pruden- 
tial, and A. M. Woodruff, vice-president 
in charge of real estate and mortgage 
loans of the same company, had signed 
articles in the current issue of “The 
Sunday Call,” Newark. Both explained 
how money of policyholders is invested. 
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ALWAYS PROGRESSIVE 
Always a Pioneer 


Some of the Many Forward Steps Taken by The Travelers in the 
Field of Accident, Life and Casualty Insurance 


1864—Wrote the first Accident Policy in America. 
1865—First issued the Guaranteed Low Cost Plan of Life In- 


surance. 

1865—Pioncered in the sale of railway accident ticket insurance. 

1872—Pioncered in the sale of accident insurance to railway 
and industrial employees with premiums collected on 
the payroll order deduction plan. 

1884—First announced the Coupon Annuity, the first contract 
to combine insurance with a guaranteed income in old 
age. 

1889—First Life Company to write [ 
Liability Insurance. bat 

1889—First issued insurance con- 
tracts payable in instalments. | 

1892—Pioncered increasing Life Pol- 
icy, guaranteeing additional 
benefits in twenty years. 

1894—Pioneered in accident pre- 
vention by inspection; that 
insurance is more than indem- 
nity for loss. 

1898—Started writing Automobile 
Liability Insurance on Teams 
Forms. 

1901—Wrote first Automobile Liabil- 
ity policy in America. 

1901—Pioneered guaranteed prem- 
ium reduction contracts. 

1903—Pioneered in the systematic 
selection and training of 
agents. 

1904—Pioneered the Permanent 
Total Disability Provision 
with Life Insurance. (First premium waiver benefit.) 

1904—Organized the first formal Department of Engineering 
and Inspection to reduce the number and severity of 
accidents. 


1906—Originated the plan of issuing substandard business 
rated by a mortality percentage. 





1907__Further developed the multiple-line plan by writing 
property damage lines. 
1913—Developed Insurance Annuity-65 policy, combining 
old age protection with life insurance 
1913—Pioneered Group Life Insurance. 
1914—Pioneered Wholesale Insurance. 
1914—First announcement of Salary Allotment Plan. 
1915—Organized Associated Companies to write coal mining 
risks. 
‘ 1917—Pioncered extensionof coverage 
by Associated Companies to in- 
clude prohibited risks (muni- 
tion factories engaged on war 
orders). 
1919—Wrote first Aircraft Liability 
Policy. Announced first com- 
plete aircraft program. 
1919—Passed billion mark in life 


insurance in force. 


a life insurance bin- 
er. 


1922—Announced June for Life 
Policyholders, offering new 
insurance toold policyholders 
without medical examination. 


1922—Issued first life insurance cou- 
' pon binder. 
1922—Featured monthly premium 
plan of life insurance. 


1922—Pioneered Salary Allotment 
Plan on monthly premium 
basis. 


1922—Pioncered Permanent Total Disability income to date 
from inception of disability. 


1922—Passed two billion life insurance in force. 
1925—Issued Life Expectancy policy. 


1925—Passed three billion mark life insurance in force. 


THE TRAVELERS 


THe TRAVELERS INSURANCE ComMPANY 

LIFE 

ACCIDENT Hartford, 
LIABILITY HEALTH AUTOMOBILE STEAM BOILER COMPENSATION 


THe TRAVELERS INDEMNITY COMPANY 
L. F. BUTLER, PRESIDENT 


Tue TRAVELERS Fire INsuRANCE COMPANY 


FIRE 
Connecticut WINDSTORM 


BURGLARY PLATE GLASS AIRCRAFT MACHINERY INLAND MARINE 


Largest Accident Company, Largest Liability Company, Largest Compensation 
Company, Largest Automobile Casualty Insurance Company, Sixth 
Largest Life Company, and Largest Multiple line 
Insurance Company in America. 
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Buffalo Convention 
JOHNSTON & MONSER MEETING 


Remarkable Interest Displayed By 
Agency Force of Mutual Benefit 
Life Insurance Co. 








One of the finest illustrations of what 
a sales convention really ought to be was 
given by the annual convention of the 
Johnston & Monser agency of the Mu- 
tual Benefit, held in Buffalo January 
14-16th, inclusive. Although the John- 
ston & Monser agency covers only west- 
ern and central New York, numbering 
some 200 agents in its ranks, Charlie 
Monser this year sent broadcast invita- 
tions to every Mutual Benefit organiza- 
tion in the country and to the company’s 
home office, with the result that close 
to 400 men were in attendance, includ- 
ing President John R. Holden and other 
home office officials, field service man- 
agers and supervisors, general agents 
and salesmen. 


Cc. A. Monser’s reasons for throwing 
the agency convention open to the gen- 
eral agents and salesmen of all other Mu- 
tual Benefit agencies were twofold. Pri- 
marily he wanted to give his own men 
the benefit of hearing the views and 
sales experiences of men in life insur- 
ance from every part of the country and 
also he realized that the result of bring- 
ing so many insurance representatives 
here from every part of the country 
would be to build up a most friendly 
and co-operative spirit with agencies 
elsewhere which would be bound to re- 
sult to the benefit of the Buffalo agency 
as time rolls on. 


Ranks Fourth 


The Buffalo agency now ranks fourth 
in the United States among Mutual 
Benefit agencies. Last year, in spite of 
the fact that so many of Clay W. Ham- 
lin’s clients were already insured to the 
limit in the Mutual Benefit that only 
a small portion of his record breaking 
underwriting went to that company while 
other stars of the office were likewise 
handicapped, the Johnston & Monser 
agency paid for $16,335,000, which was a 
400% improvement over its 1918 record. 

Nothing but selling and sales methods 
was discussed throughout the three days’ 
sessions. No discussion of the technique 
of policies, forms or rules, no promulga- 
tion of company policies or other com- 
pany business, no formal or set speeches 
and no theoretical talks on salesmanship. 
There were few general meetings, the 
theory being that the gathering would 
comprise all classes and types of sales- 
men and that, for their greatest good, 
they should be segregated into small 
groups under the leadership of men fa- 
miliar with the problems of the individual 
group. 

A school of instruction of new men 
was staged each day of the convention 
under the leadership of C. D. Cutler and 
R. R. Stotz of the Detroit agency of 
Mutual Benefit. 

General agents conferences were held 
Thursday and Saturday under the lead- 
ership of Donald Clark, Detroit; Foree 
Dennis, Louisville; G. C. Tudor, Win- 
ston-Salem and j. H. Glenn, Philadel- 
phia. 

Some of the Leaders 


Each day of the convention the fol- 
Owing salesmen had charge of groups 
of about 10 or 12 men in separate rooms: 


Sam Sturm Cinslanatls J... W. Pickard, et : 


cinnati; W. E. W incinnati; W. H. King, 
io; wre ne Walken Cincinnati; E 
Brown, Detroit; A. H. Kollen berg, Detroit; T. 


P. O'Keefe, Detroit; A. L. Potter, Boston; 
emmindinger, Newark Jez Roth, 
Buffal alo; W. H. eers, bachahat: W. fi. Stan- 
fe Sutalo, Chay W. Hamlin, buffalo; E. L. 
Buffalo; G q z Gaskill, Buffalo; J. G. 

Weill, ill: Loutevilles. Raley, Baltimore; C. C. 
oe, & Rice-Weiy, De es James 
, Syra- 

” West, 


= Philadelphia $ 
— W. H. 


Judd, Rochester; 77 





Wallace King, Ed Brown, Art Potter, 
A. H. Kollenberg, W. H. Beers, Clay 
Hamlin and Max Hemmindinger, eight 
of the Mutual Benefit’s national stars, 
held open house, giving those in attend- 
ance opportunity to drift about from one 
man’s room to another learning their 
methods and talking first hand with the 
leading producers of the company. At 
the same time Harry Neher of Cincin- 
nati, and R. R. Stotz, C. D. Cutler and 
G. H. Shepherd of Detroit held open 
house for new men in the business. 

. H. Glenn, Philadelphia, Donald 
Clark, Detroit, J. S. Drewry, Cincinnati, 
George Tudor, Winston-Salem, L. A. 
Spaulding, Baltimore and L. A. Cerf, 
New York, held open house for general 
agents Thursday evening. 


Composite Picture of a Successful Agent 


One of the most interesting parts of 
this intensive convention was the Fri- 
day morning affair when nine leading 
producers gave five-minute talks telling 
the factors which helped them win suc- 
cess. 


The following is a summary of the 
factors listed as important in big pro- 
duction by the nine speakers. In each 
case the speaker's first year production 
is given in comparison with his 1925 
production : 


C. C. Otto, Chicago, first year, $81,- 
500—1925, $953,563. The successful agent 
must be adaptable to changing social 
and economic conditions. In other words, 
he must sell insurance in such a way 
as to serve present day needs of his 
clients. Life insurance used to be sold 
as a means of saving—now it is sold as 
a means whereby a man can spend money 
and not deprive himself unduly in order 
to accumulate an estate. 

A. H. Kollenberg, Detroit, first year, 
$36,500—1925, $743,000. The successful 
agent must not shrink from talking his 
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proposition with the biggest men in bus- 
iness—he must believe firmly that he has 
something which will do them a service 
and which all business men believe in. 
To do this, he must have intensive 
knowledge of the product he is selling. 

Max Hemmindinger, Newark, first 
year, $153,500—1925, $1, '936, 500. Success 
is due to belief in the worthwhileness 
of life insurance, putting one’s full time 
into the business, faith in one’s company, 
using leisure hours for self develop- 
ment, use of questions and real service 
knowledge rather than figures and rates 
which only bring forth arguments, gain- 
ing the confidence of one’s clients, and 
having a quota. 

E. G. Brown, Detroit, first year, $148,- 
500—1925, $2,000,000. The insurance rep- 
resentative to succeed must get a clear 
idea of the importance of permanency in 
life and business. He must realize 
clearly the value of a life not only to its 
possessor but to those dependent on 





him. A definite program is essential. 

William M. Booker, Cincinnati, first 
year, $172,500—now a million dollar pro- 
ducer. Most successful insurance sales- 
men are willing to give unselfishly of 
their time in the aid of civic and hu- 
manitarian propositions and such activ- 
ities help many of them to form very 
valuable selling contacts aside from the 
satisfaction of having done some good 
for living. 

J. M. Stokes, Philadelphia, first year, 
$111,650—1925, $2,812,633. Reasons for 
success are enthusiasm for work, knowl- 
edge of the value of life insurance to the 
client, honesty, constant spur to prevent 
laziness or self satisfaction, patience, giv- 
ing service to old clients, study of the 
big producers in the business, attention 
to the detail work of the business and 
constant effort. 

Wallace King, Lima, Ohio, first year, 
$110,325—1925, $2,100,000. No insurance 
salesman can succeed in a big way un- 





ADHERENCE TO CORRECT PRINCIPLES 


FOR NINETEEN YEARS 
Has Produced This Highly Creditable Result 


INSURANCE IN FORCE, JAN. 1, 1926..... 
ADMITTED ASSETS, JAN. 1, 1926 
SURPLUS TO POLICYHOLDERS 


*This item has increased 178 per cent since 1920. 








policy equipment. 


tive effort. 





SERVICE 


To its agents, Cleveland Life service 
means active personal interest, prac- 
tical co-operation and business-getting 
Agency contracts 
are direct with the company and liberal 
enough to invite and reward construc- 


. 6,723,723.80 
; 834,141.36* 


$37,259,193.00 











HOME OFFICES 





For territory in Ohio, Indiana, 
Pennsylvania, West Virginia or Kentucky, write to Ray 
H. Finger, Manager of Agencies. 





SECURITY 


Strength of character, 
strength of resources; 
ment plus the weight of experience; 
conservative methods combined with 
close supervision and control—these 
are some of the factors which inspire 
public confidence. 


added to 
good manage- 
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less he is enough sold on his proposition 
to carry all the personal life insurance 
he can possibly pay for. It is essential 
to plan one’s work ahead and to have 
definite ideas in calling on a prospect. 

A. L. Potter, Boston, first year, $386,- 
500-—1925, $3,651,000. The successful 
salesman must have a fire in his heart 
for a cause that he knows is worthy of 
his best. Truthfulness and honesty are 
essential. “Men tell me they like to- 
discuss their problems with an insur- 
ance salesman they know will give them 
his true opinion whether it pays him a 
commission or not.” 


Discussion of Life Values 


Following this forum, Dr. S. S. Hueb- 
ner of the Wharton School, spoke on 
“Life Values.” 

Sam Sturm of Cincinnati, the Mutual 
Senefit’s leader for 1925, first year’s pro- 
duction, $406,000—1925, paid for in Mu- 
tual Benefit, $2,300,000—in other com- 
panies, $1,700,000. Mr. Sturm said the 
public is ready to talk life value intelli- 
gently with the insurance salesman. 


Agency Supervisors’ Meeting 


Joseph G. Weill of Louisville had 
charge of the agency supervisors’ meet- 
ing Saturday morning. The subject was 
the getting of suitable new men. 

Among the methods brought out were 
these: 

1. Asking old policyholders for the 
names of men of the right kind. 

2. Wholesalers and other business 
houses are a good source of prospects. 

3. Secretaries of civic and commercial 
organizations. 

4. Bankers and other prominent busi- 
ness and financial men are a good source. 

It is important to sell the new man 
thoroughly on his job before signing 
him up. C. L. Sykes, field service man- 
ager from the home office, gave an out- 
line of the talk he uses. 


Clay W. Hamlin’s Talk 


Clay W. Hamlin, the Mutual Benefit’s 
great record breaker, made a _ particu- 
larly interesting talk. He told how he 
started in insurance in a small way and 
of his set rule never to talk to a client 
except at such time as he could get to 
him in moments of relaxation. Much of 
his business is done after 5 o’clock or 
on Saturday afternoons. 

On the final afternoon of the conven- 
tion, C. G. Monser, the host of the oc- 
casion, spoke a few words of encourage- 
ment to the new men starting in the in- 
surance business. He asked all the new 
men who were present and had heard 
of the methods and success of the big 
men in the business to remember that 
every man in the room who had made 
a success had started at the foot of the 
ladder where the new man is now. 

“Whatever these big men have accom- 
plished is the result of painstaking ef- 
fort,” Mr. Monser said. “Success seems 
easy after you have achieved it but 
nothing in the world but hard work and 
carefully planned effort will get you 


there. Study and concentration are es- 
sential.” 
Oliver Thurman, who followed Mr. 


Monser, said: “Mr. Monser has right- 
ly pointed out that work is the price 
you have to pay for, success. I would 
supplement this with the fact that those 
of you who have gone up the ladder a 
few rounds will find that the price of 
maintaining success is further work.” 


Closing Banquet 


Charles Monser was given a rousing 
ovation at the opening of the annual ban- 
quet of the agency. In responding, he 
paid tribute to his partner, Albert Syd- 
ney Johnston, who had to be absent. 
He also made announcement of the honor 
men of the Buffalo agency. 

Syracuse won the bronze trophy cup 
for 1925 as the leading one of the four 
divisions in the Buffalo district. Robert 
L. Forman of Atlanta read a telegram 
from Mr. Johnston, extending his good 
wishes to the assemblage, and then paid 
tribute to the unselfishness of Mr. Mon- 


ser and his associate in extending the 
privileges of the convention to all Mu- 
tual Benefit men. 

President Hardin spoke informally. He 
reported that the Mutual Benefit in the 
year just closed had a premium income 
amounting to more than $64,000,000, with 
payments to policyholders of $43,978,- 
000. New business for the year was ap- 
proximately $237,000,000, an increase of 
about $25,000,000 for the year. He paid 
a fine tribute to the Buffalo agency. 

President Hardin also complimented 
the work of Sam Sturm, the company 
leader, and presented him with a token 
of esteem from the company. Harry 
E. Glatz, Jamestown, a Johnston & Mon- 
ser man, was presented with a memento 
for having led the company’s producers 
in number of lives written. 

The speaker further said that contrary 
to current opinion, the Mutual Bene- 
fit’s experience on large policies had 
been more favorable than the average on 
smaller ones, but that he believed the 
smaller policies written represented the 
greatest good for humanity. 

Louis A. Cerf, general agent of the 
company in New York, made an inspira- 
tional address that excited a great deal 
of favorable comment. Mr. Cerf re- 
ferred to the convention as one of the 
most splendidly planned and coordinated 
sales meetings he had ever heard of. 





BELGIAN CLAIMS SETTLED 





450,000,000 Francs to Be Paid by German 
Life Companies on Cancelled 


Pre-War Policies 


An agreement has been reached re- 
garding claims in connection with pre- 
war life insurance policies taken out by 
Belgians with German companies, which 
involves the payment of about 450,000,000 
francs to more than 12,000 Belgians 
whose ‘claims had been considered 
hitherto as very doubtful assets. 

The reserves on the cancelled policies 
will be calculated in Belgian francs to 
the day of the cancellation and to this 
amount will be added interest at 3% 
figured from that date to day of agree- 
ment. Of the total sum, the German 
companies will pay 80 per cent. Ma- 
jority of the companies will pay 25% 
on account, and the balance in ten equal 
annuities calculated at 6% interest. In 
case of non-payment of any of the year- 
ly instalments when due, all others may 
then be demanded. 





LIFE UNDERWRITERS’ PROGRAM 
Hugh D. Hart of Aetna and G. H. Harris 
of Sun Life Speakers at Dinner 
February 9 


A successful seller of life insurance and 
a successful producer of life insurance 
salesmen will be the principal speakers 
at the next dinner meeting of the Life 
Underwriters’ Association of New York, 
to be held the evening of February 9, at 
the Hotel Astor. 

Hugh D. Hart, of Hart & Eubank, the 
Aetna Life general agency here which 
paid for more than $80,000,000 of new 
business in 1925, will speak on “Outside 
Aid to Life Insurance Selling.” George 
H. Harris, of Montreal, supervisor of 
field service for the Sun Life of Can- 
ada and instructor of the force, will have 
as his subject, “Life Insurance—Sales and 
Salesmen.” President George A. Keder- 
ich of the Association will act as toast- 
master. 





Seaboard Bank 


(Continued from page 3) 


launched an insurance-investment plan, 
providing for a combination of insur- 
ance at cost and a systematic saving 
through investment and re-investment of 
surplus in income paying securities. This 
plan was described in the October 9, 1925 
issue of THe EasterN UNDERWRITER and 
was the subject of editorial comment in 
this same issue. 
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IN FIVE YEARS— 


The Missouri State Life 
HAS 


—increased its life insurance in force 


$26 1,000,000 


—increased the number of lives insured 


105,000 


—increased its assets 


$30,000,000 


—increased its Group insurance in force 


$58,000,000 


—increased its Accident and Health annual 
premium income 


$439,000 


—increased its field organization more than 
100 per cent. 


—increased its Home Office by the addition 
of five stories 





THE COMPANY OF OPPORTUNITIES 





MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. SINGLETON, President 
HOME OFFICE, SAINT LOUIS 
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H. C. Kranz Called to 
Equitable Home Office 
SALES SUPERVISOR OF GROUP 
Succeeded in John M. Riehle Agency 
by J. A. Caufield; Both Men Pop- 


ular in Field 





Henry C. Kranz leaves the John M. 
Riehle Agency of the Equitable Life 
Assurance Society this week to become 
sales supervisor of group insurance at 
the home office for the entire United 
States under Second Vice-President 





HENRY C. KRANZ 


William J. Graham. His 
agency superintendent of the Riehle 
Agency is being filled by Joseph A. 
Caufield whose last connection was with 
the Joseph A. Bookstaver Agency of 
the Travelers. 


position as 


Mr. Kranz has been with John M. 
Riehle for the past three years and his 
success with him has been indicated 


by the fact that he has increased the 
production more than 200% in that time. 
He has built up a host of friends and 
is popular. In taking up his new work, 
it is interesting to note that Mr. Kranz’s 
first job with the Equitable Society was 
as an office boy in the same department 
of which he is now the head. It is no 
small tribute to his ability that the com- 
pany, recognizing the quality of his work, 
should call him back to the home office 
in an executive capacity. This action 
is recognized as an indication that group 
insurance will be solicited aggressively 
by the Equitable. They were the 
Pioneers in this coverage and the extent 
to which they have contributed to the 
development of group through their 
wholehearted information to other com- 
panies will never be known. 





pating business only. 


86 Fulton Street 





General Agent Wanted 
for Pittsburgh, Pa., and Vicinity 


under direct contract with Home Office, by 
Life Insurance Company writing non-partici- 


Address Box 1027 
THE EASTERN UNDERWRITER CO. 


New York, N. Y. 








J. A. Caufield’s Career 
Mr. Caufield has had a varied career 
over a period of twenty five years. He 
started with The Prudential where he 
stayed for ten years. He then joined the 
Equitable Society and acted as_ field 
cashier at the home office and later sold 


JOSEPH A. CAUFIELD 


for the company in New York City 
and New Jersey. Seeking a broader ex- 
perience he became district manager for 
the company at Tacoma, Washington. 
Later he returned to the East and lo- 
cated in the Joseph D. Bookstaver 
Agency of the Travelers in New York 
where he was an instructor and assistant 
field supervisor, helping agents to close 
sales. He left the Bookstaver Agency 
on January 1 of his own volition and 
on January 18 was made agency super- 





TRAVELERS TO ADD TO STOCK 
Directors Vote for Increase of $3,000,000, 
Bringing Total Capitalization to 
$15,000,000 

The board of directors of the Travel- 
ers voted at a meeting on Monday, Jan- 
uary 18, to recommend an increase of 
$3,000,000 in the capital stock of the 
company, bringing the total to $15,000,- 
000. The proposal follows a $2,000,000 
increase in capital made last October. 
The matter will be submitted to the 
stockholders for approval on Febru- 
ary 19. 

The $3,000,000 of new stock will be is- 
sued at par and may be subscribed at the 
rate of one share to four by stock hold- 
ers of record, payable on or before May 
15. When news of the increase was pub- 
lished the stock of the Travelers ad- 
vanced 120 points in one day to $1,485 
a share. 





CLEVELAND LIFE 1925 GAINS 

The annual statement of the Cleveland 
Life for the year 1925 shows that dur- 
ing the last twelve months the com- 
pany made a net gain of $1,471,132 worth 
of jnsurance in force, bringing the total 
volume to $37,259,193. An increase of 
$720,958.48 was made in the admitted 
assets, with the total of admitted assets 
at the end of 1925 amounting to $6,- 
723,723.80. Its net legal reserve as fixed 
by the Ohio Insurance Department is 
shown at $5,467,166, with $335,782.69 as 
other reserves in anticipation of special 
policy provisions. There has been an in- 
crease of 178% since 1920 in the capital, 
surplus, and special funds, now aggrega- 
ting $834,141.36. Since 1909 the company 
has paid to policyholders the sum of 


$3,383,706.56. 





visor of the John M. Riehle Agency 
succeeding Mr. Kranz. Mr. Caufield is 
well liked and his new appointment will 
be a source of satisfaction to his many 
friends. 

The John M. 


Riehle Agency, aside 


Is Subscription 
Seller an Agent? 


MAGAZINE GAVE INSURANCE AS 
PREMIUM 





Manitoba Insurance Superintendent 
Rules Solicitor for Periodical Vio- 
lates Law if Unlicensed 





The question has recently come up in 
Canada as to whether a person selling 
subscriptions to a magazine or news- 
paper which supplies insurance policies 
as premiums must be licensed as an in- 
surance agent. The case which gave rise 
to the issue was that of a subscription 
solicitor for a certain magazine in Win- 
nipeg which supplied to its subscribers 
accident insurance policies at a small 
additional charge. The agent made no 
extra profit from the sale of this in- 
surance contract, as his commission was 
the same whether the subscriber took 
the insurance or not. 


From the ruling on the case by Super- 
intendent Charles Heath of the Mani- 
toba Insurance Department, it would 
appear that every subscription salesman 
in the province taking subscriptions for 
periodicals which offer insurance policies 
as premiums is violating the insurance 
act and is liable to a fine of $20 for the 
first offense. 

In his opinion, Superintendent Heath 
quotes the provisions of the Manitoba 
Insurance Act to following effect: “No 
person shall act as agent, subagent, or 
broker in the solicitation or procure- 
ment of applications for insurance or 
offer to undertake any contracts, or in 
any manner aid in the negotiation of 
insurance by any company until payment 
of the fee required by law and until he 
shall have obtained from the Superin- 
tendent of Insurance a certificate of 
authority therefor.” 

“I am given to understand,” Mr. Heath 
continues, “that it is the custom of cer- 
tain casualty companies to sell accident 
contracts of a very limited character to 
trade organizations and publishing com- 
panies at a rate of say $65.00 per 100 
contracts. The cover is usually only 
against accidents while assured is travel- 
ling as a passenger on a train or some 
public conveyance, including, I believe, 
a steamship, if the steamship is wrecked. 

It does appear to me that the repre- 
sentative of the publishing company, 
When he offers one of these contracts 
to the public as a premium, is contraven- 
ing provisions of the Insurance Act, in 
that he must offer, on behalf of the in- 
surance company, to undertake the con- 
tract. He may not, it is true, procure an 
application, but he certainly does, in a 
manner, aid in negotiating the insurance.” 





from being the general agents of the 
Equitable Life in New York, conducts a 
widely diversified general insurance 
business. John M. Riehle is its general 
agent and Theodore M. Riehle the as- 
sociate general agent. 





1914 Dollar. 


Phone 
 aeoweae 2030 





New England Mutual Life 


Don’t forget that the 1926 Dollar 
is only 65% as powerful as the 


BALDWIN 


5th Floor (Entire) 
5 Maiden Lane 


5 Seconds from Broadway 











D’approcher, a présenter, terminer, examiner 
et payer une police d’assurance, il est néces- 
saire D’avoir—le tact, la finesse, la capacité, 


la faculté et Ce Quelque Chose 


resultant du 





la qui est la 


—Organized Service— 


The Keane-Patterson Agency 
MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 


Pennsylvania Building, 225 West 34th Street 


New York City 


Telephone: Chickering 2384-7 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 

















The Lincoln National 


Agents’ Life “Emancipator” lists 
Questions the following questions 
Answered which are often raised 


by agents or 
with the answers to them: 


Question—Can a policy be absolutely 
assigned by insured with consent of 
beneficiary, or must the beneficiary be 
changed to “estate” and then assigned 
by the insured? 


Answer—The consent of the benefi- 
ciary is sufficient. It is not necessary to 
change the beneficiary to the “estate.” 


Question—A policy has been issued 
with income disability and double in- 
demnity benefits. Does the double in- 
demnity clause continue in effect if 
disability income is being paid the in- 
sured? 

Answer—The double indemnity rider 
states that “This supplemental contract 
shall cease to be in force when any 
premium shall be waived by the com- 
pany under the total and perinaient 
disability clause.” 


Question—On a policy in which the 
right to change the beneficiary has not 
been reserved, can a beneficiary bor- 
row from tlie loan value without the 
consent of the insured? 

Answer—Whether the beneficiary be 
a revocable or irrevocable one, the 
beneficiary can never avail himself of 


insured, 


“the loan value of a policy without the 


consent of the insured. 

Question—If a policy is being kept in 
force through the extended insurance 
provision, do the additional benefits 
under the policy, that is, the income dis- 
ability benefit and the double indemnity 
benefit, continue in force also? 

Answer—Only the life portioa of the 
policy is continued in force as extended 
insurance. Neither the income disability 
nor double indemnity clause continues 
in effect. 

Question—The endowment annuity at 
age 65 policy pays as a death claim the 
face of the policy or the cash value of 
the policy at the end of the policy year 
of death, whichever be the greater. 

(a) If under such a policy carrying the 
double indemnity benefit dcath should 
occur accidentally, at a time when the 
cash value exceeds the face value, what 
amount would be paid as a death claim? 

(b) Under such a policy carrying the 
income disability benefit what amount of 
income would be paid should a claim 
arise after the cash value exceeded the 
face value? 

Answer—(a) The amount payable will 
be the cash value of the policy (under 
the life portion of the contract) plus its 
face value (under the double indemnity 
part of the contract). 

(b) The disability income per month 
will be 1% of the face value, that is, the 
sum insured, stated in the policy. 








FROM $199,000 TO $20,000,000 





How General Agent J. D. Bookstaver 
Has Progressed Since 1911; Agency 
Organization Has Grown to 830 


The current issue of “Protection,” 
which is published by the Travelers, 
contains a page devoted to Joseph D. 
Bookstaver, one of the New York gen- 
eral agents of the company. His 
achievements are briefly sketched as fol- 
lows: 


He started on January 11, 1911, in a twelve 
by eighteen foot room with one clerk in the 
Bowery Bank Building. On December 31, 1911 
he had eight agents connected with his organi- 
zation. On December 31, 1918 his agency or- 
ganization had grown to 327. At the close of 
1925 it stood at 830. 

in 1911 he paid for $199,000 new life insurance; 
in 1916 for $2,164,000; in 1921, $11,120,000; a 
in 1925, $20,000,000. 

Premium income is another measure of the 
size of an organization. In 1911 his premium 
income was $7,239. In 1916 it had grown to 
op yd in 1921 to $1,510,735; and in 1925 to 
$2,000 

= a life insurance company would envy 
the total life insurance in force that the Book- 
staver Agency has piled up in the past fifteen 
years. In 1911 it stood at $199,000; in 1916 at 
$3,304,000; in 1921, $38,104,000; and in 1925 at 
$10,000,000, 

Mr. Bookstaver is vice-president of the New 
York Life Underwriters Association, ex-president 
of the University Life Underwriters Associa- 
tion of New York, Regional vice-president of 
the Alumni Association of Approved Life In- 
surance Schools (embracing the eastern states). 
He has endowed ten annual scholarships in the 
life insurance course at New York University 
in memory of his father and mother. Thirty- 
seven of his agents have taken this course. 


PREMIUMS OVER $6,000,000 
The Massachusetts Protective had an- 
other fine year in 1925. Its premium in- 
come exceeded $6,000,000 





WRITES LARGE GROUP 


Nine Group policies covering nearly 
1,200 employees for a total protection of 
$1,531,700 were written recently by The 
Prudential. Both men and women 
workers are included in the insurance. 
The policies issued on 228 lives for $498,- 
00@ on the lives of the employees of 
Irwin Auger Bit. Co. of Wilmington, 
311 lives for $311,000 for Thieme Broth- 
ers Co. of Fort Wayne, 150 lives for 
$299,000 for the Gibson Co. of Indian- 
apolis, and 90 lives for $101,500 for L. R 
Nelson Manufacturing Co. of Peoria are 
on the contributory plan; while in the 
case of the five other groups for lesser 
amounts the employees are paying the 
entire premiums. 





SOLICITS MOSTLY WOMEN 

In a talk before the Aces convention 
of the Atlantic Life at Daytona Beach, 
Fla., this week, iss Lula Jones, .a 
member of the sales staff of the A. O. 
Swink general agency of that company 
in Richmond, outlined some of the argu- 
ments she uses in selling life insurance 
to women. She started off by saying 
that she confined her soliciting activi- 
ties practically altogether to members 
of her sex. 





V. P. OF CHEMICAL COMPANY 


George A. Holderness of Tarboro, 
N. C., who is a vice-president of the 
Jefferson Standard Life, has accepted 
the position of vice-president and treas- 
urer of the Virginia-Carolina Chemical 
Company at Richmond and plans to 
enter upon his new duties there Feb- 
ruary 1 





The Colonial Life Insurance Co. of America 


Whele Life, Limited Payment and 


Endowment ’ SOLD 


NEW High Valee THROUGH 
meet Attractive and Nevel Features pd. 
Lew Cost STAFF ONLY 


Which, with eopecially favorable Indust tal Contracts, 
ee ee 
B J. HEPPRNHEIMER, 


Bohan Sener Od: Greeters 


GUAR. F 


FRATTLCRMIP, 206 y Vice-President 


Asst. Treasurer 


HOME OFFICE, JERSEY cary, N. J. 











PHILADELPHIA LIFE INSURANCE CO. 


Home Office Building: 
111 NORTH BROAD STREET, PHILADELPHIA, PA. 
President, CLIFTON MALONEY 
ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CON- 
TRACT TO REPRESENT THIS COMPANY. 

FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE 
HAVE AN INTERESTING CONTRACT TO OFFER, BACKED BY 
REAL CO-OPERATION. 

JACKSON MALONEY A. MOSELEY HOPKINS 

Vice-President Manager of Agencies 














INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the mest liberal forms of ORDINARY Policies from $1,000.00 to $50,000.08, 
= with premiums payable — semi-annually or quarterly, 


INDUSTRIAL Pelicies from $12.56 to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1924 


Conieal a ee arpnbnaauameannauenanininienbinenneiseninaiionihuesmaenate ory 
Insurance im Force.........00s.00. 
Payments to Policyhokders 






Total Payments te Policyholders Since Organization 
JOHN G. WALKER, President 








— 














Our Ninetieth Birthday 


Ninety years ago, April 1, 1835, Massachusetts chartered the 
New England Mutual. This is the oldest Charter now existing. 


The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 
growth of Life Insurance. 


THAT IDEA WAS MUTUALITY 
NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


Boston, Massachusetts 
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Smith Discusses Many 
Topical Problems 


WOULD GO SLOW ON A. M. TABLE 





Favors Unemployment Insurance; Looks 
for General Mutualization; Re- 
echoes Disability Views 





In an address made before the annual 
meeting of the Wisconsin Life Insur- 
ance Co. a few days ago, Insurance Com- 
missioner Smith of Wisconsin said he 
saw a general trend toward mutualiza- 
tion of life insurance companies and al- 
so went on record in favor of unemploy- 
ment insurance. He said also that he 
is not a convert yet to non-medical. He 
thought it would result in keener com- 
petition for business, which is always a 
dangerous experiment. He also said 
there was no crying need for non-med 
ical. He echoed his old views about the 
disability provision in the life policy, 
soundng a warning against dangerous 
innovations. 

In discussing the new American Men 
Table he said it might pave the way by 
scandal to a new life insurance investi- 
gation. He said the fraternal orders 
must be considered. They would have 
good reason to fear that once the Anier- 
ican Men Mortality Table was estab- 
lished as the statutory standard of 
solvency for the life insurance company 
it would become the standard by which 
the sufficiency or insufficiency of the 
fraternal order to meet its obligations 
would also soon be compared. So ihe 
fraternal order becomes an important 
factor in the solution of this problem. 

Capital Stock Views 

About capital stock he said: 

Capital stock in life insurance was an innova- 
tion, employed first as a guarantee of good 
faith, then as a short-cut to avoid the diffi- 
culties of securing the necessary large group 
to safely commence business, and finally, as a 
means of control and profit. With the 
towards mutualization, capital stock will find 
elimination, for with the successful growth of 
a company, capital stock becomes a_ positive 
danger to the best interests of the policy- 


holders. 
About unemployment insurance, one 
paragraph of what Insurance Commis- 


sioner Smith said follows: 

We owe President Fiske, of the Metropolitan 
ife, a debt of gratitude for so forcibly directing 
attention to the spectre of unemployment, the 
need of such form of protection and pointing 
the way through mutual life insurance for meet- 
ing that need. He has rendered Wisconsin 
legislative efforts a great service. It requires 
only such authoritive influence to supplement 
the great and persistent efforts of Dr. John R. 
Commons and the collaborating state ‘officials 
before the Wisconsin legislature to bring about 
the consummation of this much needed and 
beneficial law to stabilize labor conditions and 
remove this constant menace of the wage earner. 





CLEVER USE OF FRENCH 
The Keane-Patterson Agency, Mass- 
achusetts Mutual in New York, takes 
the initiative this week in running its 
advertisement on another page of this 


issue in French. The author of this 
clever style of “attention” advertising is 
Lloyd Patterson, associate general 
agent. 
















certain. 


calibre. 





The Guardian’s Record 
$66,842,589 


$66,842,589—a 50% increase—is the new paid-for 
business of our Company in 1925. Compared with 
the gains of other old and conservative companies, 
this is far above the average. 


And, “far above the average” best describes the plans 
and methods which have made this success possible. 


Acting on the principle that a company cannot grow 
until its fieldmen do, this Company is supplying 
the selling equipment that makes field success more 


There are opportunities here for men of the right 


T. LOUIS HANSEN, Vice-President 


THE GUARDIAN LIFE INSURANCE COM- 
PANY OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 











BIG PRUDENTIAL TOTALS 

According to the Association of Life 
Insurance Presidents, the American peo- 
ple purchased 20 per cent. more life in- 
surance in 1925 than in 1924, new busi- 
ness being about $15,500,000,000. The 
Prudential insurance in force increased 
more than $1,200,000,000 last year. The 
total insurance in force at the end of the 
year was $9,361,100,000; Industrial was 
$4,998,600,000 ; Ordinary, $4,372,500,000. 


MADE EXECUTIVE SECRETARY 


Henry Chubb has been made executive 
secretary for the Philadelphia Associa- 
tion of Life Underwriters under whose 
auspices the Atlantic City convention 
of the National Association of Life 
Underwriters will be held. Permanent 
headquarters will be established Feb- 
ruary 1 in the Penn Mutual’s Home 
Office Building through the courtesy of 
that company. 


MINIMUM GROUP PREMIUMS 
Grady H. Hipp, Actuary of the New 


York State Insurance Department, 
stated this week that the department will 
shortly propose an amendment to sec- 
tion 101l-a of the Insurance Law, adding 
a new. subdivision providing that the 
American Men Ultimate Table of Mor- 
tality at 344% interest apply to the min- 
imum premium for group insurance po- 
licies. The American Men _ Ultimate 
Table of Mortality reflects a better ex- 
perience than the American Experience 
Table of Mortality, based on both men 
and women, especially at the younger 
ages, Mr. Hipp stated, and a better min- 
imum rate will attain by the use of the 
new table for group insurance. 





A TIP 
A convict after twenty years confine- 
ment was released from the peniten- 
tiary. “Now I can see an automobile, 
can’t I?” Yes, brother, and if you want 
to continue to live you’d better see it 
first. —Sunset. 


HONOR ROBERT CHRISTIE 





Manager of Seaboard Branch of New 

York Life Guest of Agents; Over 

20 Years With Company 

On Wednesday an enthusiastic group 
representing the Seaboard Branch of 
the New York Life, assembled in honor 
of their manager, Robert Christie, who 
has been with the New York Life for 
over twenty years, and who made an ex- 
ceptional record for production as man- 
ager of the Bronx Branch, assumed the 
direction of the Seaboard Branch in 
January, 1925—his first year’s business 
being in excess of $10,000,000 and es- 
tablishing a new record for the Sea- 
board, which is one of the oldest and 
best producing branches of the New 
York Life. 

The Seaboard has the enviable record 
of producing the presidents of the $200,- 
000 Club for two years in succession— 
W. E. Reeve in 1924 and Joseph A. 
Waterman with over $2,700,000 in paid 
business in 1925, 

Mr. Waterman acted as toastmaster, 
and speeches of felicitation were made 
by several of the agents and responded 
to most happily by Mr. Christie. A 
contest was arranged during Mr. Chris- 
tie’s absence, ard at this meeting a tes- 
timonial of three-quarters of a million 
production, in the first sixteen days of 
January, was presented. 





WHITMORE SALES MANAGER 


Promoted by Phoenix Mutual Life; A. 
M. Collens Elected One of Three 
Vice-Presidents 
James A. Whitmore has been made 
agency manager of the Phoenix Mutual 
Life. He has been assistant agency 
manager since November, 1924. He was 
born in up-state New York and is a 
graduate of Northwestern University. He 
was associate secretary of the Inter- 
national Committee of the Y. M. C. A. 
and a member of the War Council in 
Europe. Before going with the Phoenix 
he was general agent for the Home 

Life of New York. 

Arthur M. Collens has been one of 
the three vice-presidents of the com- 
pany, the other two being Silas H. Corn- 
well and Winslow Russell. Mr. Collens’ 
title of financial vice-president has been 
discontinued. 





APPOINTED GENERAL MANAGER 


Earl H. Weltz of Swarthmore has 
been appointed general manager for Na- 
tional Life in Philadelphia and eastern 
Pennsylvania, with offices at 701 Pack- 
ard Building, Philadelphia. H. K. Read 
will remain with the company as man- 
ager in the territory, continuing serv- 
ice to policyholders and clients and also 
devoting his time to personal under- 
writing. 





NON-MEDICAL AND PAYROLL 


_ The Western States Life is now writ- 
ing Non-Medical and Salary Allotment. 








tion. 





September. 


Lincoln National Life Jubilee 


The Twenty-First Anniversary Jubilee of The 
Lincoln National Life will be a notable conven- 
It will be held “In the Heart of the 
Rockies” at Rocky Mountain National Park next 
It will commemorate twenty-one 
years of record-breaking growth and the whole 
program will carry the jubilee spirit. 








Lincoln Life Building 
or 
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The Lincoln National Life Insurance Company 
“Its Name Indicates Its Character” 


More Than $400,000,000 in Force 


Fort Wayne, Indiana 














Pennsylvania 


1865 








Provident Mutual 


Life Insurance Company of Philadelphia 





Sixty Years Old 


Provident agents in their approach have the 
advantage of the national advertising of the 
Company which is striking and original, 
and also of a Direct Mail Campaign. 


Founded 1865 


1925 
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A-Campaign In Behalf Of 
Women and Children 


Ninth Extract 
DWINDLING ESTATES 
“Inherited estates seldom appreciate in value. ‘The natural tendency is for them to shrink 
unless they are constantly watched by a financial expert—either an individual or a corporation. 


“The utmost care on the part of a layman, inexperienced in the intricate business of investing 
and protecting money, will seldom suffice to overcome this tendency. 

“The danger here is extreme because it is widespread, insidious, and often hard to identify. 
The truth of this is illustrated by the following example contributed by one of the officers of a 
corporation that has won a high reputation for the successful investment of capital. 


A MYSTERY SOLVED 


“Recently the widow of an old friend of mine told me that the lawyers who managed her 
estate were devoted to her interests and gave her investments the most careful attention, but that 
there has been a gradual shrinkage in the value of her assets. So, she asked me to make a friendly 
investigation, and this is what | discovered: 

“In the first place, | found that many blocks of gilt-edged bonds left by this woman’s hus- 
band had matured, and had been replaced by new bonds carefully selected. But the new securi- 
ties to begin with were not quite as good as the others, or they had proved less remunerative, or 
had cost a little more, or had depreciated in value. Here care had been exercised, but never- 
theless some shrinkage had resulted. 

“In the second place, | found that when a block of bonds that had been bought at a price 
considerably above par had matured, and the par value had been received, the money thus re- 
ceived had been reinvested, but not the premium that had been paid in the beginning. ‘Thus a 
fractional part of the original value of the investment had disappeared. In this way a certain 
sum well invested had been replaced by a smaller sum well invested. ‘The only way this shrinkage 
could have been avoided would have been to have set aside for investment a part of the income 
produced by the original block of bonds, to offset the loss of the premium paid at the time 
the bonds were purchased. But it would have been difficult to explain to the widow that she 
ought to forego even a little of this income, and probably her advisers did not realize this necessity 
themselves. 

“In the third place, | found many transactions like the following: A block of bonds whose 
par value was $10,000 was sold for $12,000. ‘Then a new block of bonds of the same par value 
($10,000) was bought at a price below par, $9.500. Now the difference between the price ob- 
tained for the old bonds and the price paid for the new bonds ($2,500) represented a portion of 
the assets of the estate, and ought to have been reinvested. But this had been overlooked, and 
this $2,500 had been spent as income. 

“Then I came upon records relating to three mortgages. One had been paid off, and the 
money had been invested to less advantage. Another, which was on a dwelling house, had been 
foreclosed. ‘This had happened at a dull season and the house had been taken in for the amount 
of the mortgage. Expensive repairs were necessary before it could be sold, and although it was 
finally disposed of a material loss was sustained. ‘The third mortgage was on a small business 
building. ‘The owner had failed and had stopped paying interest and taxes, and so this building 
also came into the possession of the estate. ‘Then some of the tenants failed to pay their rent, 
others moved out, and losses and expenses ate up a part of the value of the investment and the 
building was sold at a heavy loss. 

“Finally, I found that certain railroad companies and industrial corporations in whose 
securities money of the estate had been invested had been mismanaged. Originally the invest- 
ments were sound, but when they began to depreciate in value they ought to have been sold. But 
it was believed that they would recover, and instead of getting rid of them at a trifling loss they 
had been retained, and serious shrinkage had resulted.” 
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Estate Insurance — 
Needed, Survey Shows 


PROVIDES CASH FOR SETTLING 





c. B. Metzger Calls Attention to 
Scarcely Touched Field for Life 


Insurance 





The ways in which life insurance af- 
fects the question of settlement of 
estates and inheritances, as shown by 
a careful study of the subject over past 
several years by C. B. Metzger, statis- 
tician for the Equitable general agency 
of Edward A. Woods Company of 
Pittsburgh, were presented at the recent 
meeting of the American Association 
for the ‘Advancement of Science, at 
Kansas City during the closing days of 
1925. 


There is probably no social or eco- 
nomic problem in this country, Mr. 
Metzger said, which has produced so 
much discussion, legislative considera- 
tion, and wasteful litigation in the last 
several years as the estate prob- 
lem. “Discussion has usually centered 
around inheritance or transfer taxes, the 
so-called estate taxes or death duties. 
Much that has been written and said 
has been tinged with prejudice and hys- 
teria, coupled with misunderstanding of 
the fundamentals of the problem. In 
drawing our picture of the problem, the 
most logical thing to determine first is 
just how many estates are passed on 
each year by decedents to their heirs.” 

Some detailed information on the sub 
ject was obtained by Mr. Metz- 
ger from a study of the records of cer- 
tain selected localities over a period of 
several years. In Allegheny County, Pa., 
of all the adults dying in 1921 and 1922, 
nearly 70 per cent left no estates to be 
settled. But the tendency of the times 
was shown by the fact that while twenty- 
five years ago only 11 per cent of the 
decedents left estates, the number had 
tisen to more than 30 per cent during 
the years 1921 and 1922. 

An examination of more than 500 
estates in Allegheny County showed fur- 
ther that more than 30 per cent of them 
were worth less than $1,000 gross, a sum 
so nominal as to be almost invariably 
wiped out by the cost of settling the 
estate: more than two-thirds scaled un- 
der $5,000; more than four-fifths were 
less than $10.000; and only 18.88 per 
cent amounted to a value of $10,000 and 
over. 

Two principal factors entered into the 
settling of every estate, Mr. Metzger’s 
investigation showed: 1. Depreciation or 
shinkage; 2. Insufficiency of liquid as- 
sets to meet administrative needs. 
“Every estate suffers some depreciation 
in the process of settlement or admin- 
istration, no matter how carefully its 
creator considers the post mortem prob- 
lems that will arise,” was Mr. Metzger’s 
statement, “for the very event of death 
creates certain problems that do not 
confront the estate while its owner lives. 
Inheritance or transfer taxes are but 
one problem, yet it alone is an impor- 
tant one when forty-six states and the 
Federal Government levy such duties. 11 
might be said with grim humor that 
no one knows what he is worth until 
Several years after he is dead. 

“The shrinkage of an estate is made 
up of debts, administration expenses, 
and taxes. These liabilities constitute 


a 





the difference between the gross estate, 
which decedents believe they leave to 
their heirs, and the ultimate estate or 
residue of the gross estate which the 
heirs actually receive.” This deprecia- 
tion varied from 18 per cent in large 
estates of $100,000 to more than 38 per 
cent in small ones of $2,500, where any 
depreciation is apt to work a real hard- 
ship on the heirs.” ; 

In a study of nearly 7,000 estates ad- 
ministered in 45 counties of 17 different 
states, debts were shown to be the chief 
item of depreciation in small estates up 
to $10,000, where approximately 20 per 
cent of the gross value left is lopped off 
to meet liabilities existing at the time 
of death. No matter how far-sighted a 
testator may be or how promptly he had 
been in the habit of paying his bills, 
yet at death in all probability there are 
bills outstanding for current living ex- 
penses, dues, unpaid notes, mortgages, 
etc., which in the aggregate make deep 
inroads into the capital of small estates. 

Administrative expenses likewise made 
heavy cuts in estates up to $10,000, aver- 
aging about 15 per cent of the gross; 
while in estates of $100,000 and more 
they ranged from less than 6 per cent 
to 2.5 per cent. Both these items might 
be considered relatively fixed charges 
against the assets, in Mr. Metzger’s opin- 
ion, with a more or less fixed minimum 
cost beyond which no economies can be 
effected. In the matter of taxes, how- 
ever, the chief load fell on the larger 
estates. The figures gathered show that 
the most important taxes affecting 
estates, the inheritiance or transfer 
taxes, reduced estates up to $100,000 only 
by 4.5 per cent, while in the case of 
larger estates the percentage rose to 
between one-fifth to one-quarter of the 
gross. _ 

“Most inheritance taxes must be paid 
within one year of the date of death 
of the decedent, and most debts and 
administration expenses should be paid 
in the same time. This necessitates the 
presence of a large cash fund in estates, 
but it is seldom found to be adequate in 
estates of over $10,000.” 

This lack of ready cash as contrasted 
to the total eventual shrinkage of 
estates of varying sizes is shown in a 
significant group of figures brought to- 
gether by Mr. Metzger. In an estate 
of $2,500 gross value, the depreciation 
would be a little more than 38 per cent, 
with cash assets of 58.5 per cent; in one 
of $10,000, the shrinkage would be 33.5 
per cent., with the cash assets at 29.5 
per cent; in a $50,000 estate while de- 
preciation is reduced to 17 per cent, the 
ready cash has fallen to 14.7 per cent: 
and the foures for an estate of $100,000 
are 18 per cent of shrinkage and 4.4 
per cent for cash assets. In more siz- 
able inheritances amounting to million 
dollars and more, the discrepancy be- 
tween cash assets and depreciation pro- 
duced by taxes, administration charges, 
and debts, all of which require ready 
cash, is still more marked. In a $1,000,- 
000 gross estate, the shrinkage amounts 
to 20 per cent with a ready cash item 
of only 2 per cent; and in one of $5.000,- 
000, the figures are 24 per cent of re- 
duction and 1.8 per cent of cash. 

“There is obviously a great need for 
readv cash to meet the liabilities of 
all clases, except the comparatively small 
ones,” Mr. Metzger commented on these 
figures. “Execntors and administrators 
are hampered in administering them 
duties by the cumbersome legal pro- 
cedure involved in releasing assets for 
sale to raise cash. Doubtlessly many 
economies in administration could he 
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WANTED 
AGENCY SUPERVISOR 


The Greater New York Department of one of the old Life 
Insurance Companies desires a live, energetic Agency man to 
assist in further developing Agency. 
views will be held in strictest confidence. Apply Cashier, Suite 


Salaried position. Inter- 





“If anybody doesn’t think that life insurance is good, just 
let him die without it once—that will convince him!” 
—Will Rogers. 


WHAT IS 
LIFE INSURANCE? 


Life insurance is an agreement between men by 
which they so distribute amongst themselves the 
misfortunes of life and the calamity of early death 
that the full force of misfortune and some of the 
worst consequences of premature death are mini- 
mized for the individual because they are shared 
by all; but in such small proportions that the 
burden and loss and suffering are scarcely felt by 
any. 

It has been well said that if the principles of life 
insurance were fully accepted “every family would 
own its own home, every child would be properly 
educated, every old person would be in comfortable 
circumstances, every business would be safe, every 
credit would be good and everyone would have a 
savings fund.” 


“There is one thing that is stronger than 
armies, an idea whose time is come.” 


Two Reasons 
for Applying for Life Insurance 


1—The cost of life insurance is lower than ever 
before in history. It has decreased in net cost 
while everything else has increased. 


The New York Life Insurance Compar~w 
in 1926 will increase its dividend scale for 
the fifth successive time reducing by just 
that much the cost of life insurance to 
policyholders. 


2—But to you who are reading this advertise- 
ment, the cost of life insurance increases every 
year that you defer taking it, for the simple reason 
that your age increases. 


The New York Life alone was obliged to 
decline over 20,000 applications for life 
insurance in the single year 1925. 


Do not delay insuring your life. YOU CAN GO 
TO WORK EVERY MORNING HAPPY AND 
GO TO SLEEP EVERY EVENING WITHOUT 
WORRY, IF YOU HAVE A POLICY IN THE 
NEW YORK LIFE INSURANCE COMPANY. 


NOT A COMMODITY, 
BUT A SERVICE. 


New York Life Insurance Company 
DARWIN P. KINGSLEY, President 


346 Broadway, New York City 
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effected by the presence of an adequate 
cash fund. For instance, 19 states offer 
discounts for the payment of inheritance 
taxes prior to the expiration of one year 
from the date of death. Other discounts 
could doubtlessly be secured if funds 
were available to meet obligations. 

“There is one more source of great 
economic loss in the settlement of 
estates deserving our attention. This 
is the wasteful litigation involving faulty 
wills, or the distribution of assets where 
no such documents were executed by 
decedents. Turning to our studies of 
estates, we find that on the average over 
50 per cent of decedents having prop- 
erty leave wills directing the disposition 
of their assets. 

“In the solution of these problems, 
life insurance performs the meritorious 
service of providing cash immediately 
upon death of the insured person. This 
is a most important point to consider 
by those who expect to leave estates. 
By making sufficient life insurance avail- 
able to their executors, ‘iabilities of 
their estates can be met immediately and 
certain discounts be received. Thereby 
costly delays due to legal procedure can 
be avoided, wasteful litigation can be 
reduced or eliminated, and no hardship 
will be worked on the heirs, who fre- 
quently advance their own funds to 
save estates in which they have a real 
or hopeful interest. 

“This life insurance made available to 
the executor should not be confused with 
life insurance payable to specified ben- 
eficiaries. The latter should be carried 
to fulfill the definite needs of benefici- 
aries, but the former should be an addi- 
tional aid to the estate,—just more liquid 
assets provided to enable the estate to 
be settled in the most economic manner 
possible. 

“Just to what extent has life insur- 
ance been used for estate purposes in 
the past? Practically not at all, at least 
consciously. I say ‘consciously’ because 
in our studies of estates we have now 
and then come across instances where 
life insurance funds are payable to the 
estate, but almost invariably this was be- 
cause the specified beneficiary died be- 
fore the insured and the latter neglected 
to change the name of the beneficiary. 
Judging from our Allegheny County sur- 
veys, it is very evident that life insurance 
can play a very important part in the 
composition of estates. In an examina- 
tion of 362 estates of over $1,000, there 
were only 11 instances or 3 per cent of 
the cases where the life insurance ap- 
peared payable to the estate.” 

Life insurance for estate purposes of- 
fers, in Mr. Metzger’s opinion, a wonder- 
ful and yet scarcely worked field for 
underwriters to develop. 





NEW MARYLAND MANAGER 


Harry A. McGeoch has been appointed 
state manager of the International Life 
for Maryland and will have his head- 
quarters in the Lexington Building, 
Baltimore. The International has been 
in Maryland for two years and its bus- 
iness there has been so good the Com- 
pany feels justified in enlarging its of- 
fices in Baltimore. 





NON-MEDICAL SELECTIVE 
The Central States Life of St. Louis, 
Mo., effective on January 1, 1926, 
adopted a non-medical selective plan for 
all applicants for insurance within cer- 
tain limits. 





MOST SUCCESSFUL YEAR 


The Western and Southern Life In- 
surance Company of Cincinnati has just 
closed one of the most successful years 
in the history of its corporate existence. 
The company enters 1926, the 39th year 
of its business life, with life insurance 
in force totalling $450,000,000. The An- 
nual Statement just made public reveals 
nearly 2,000,000 policyholders are rm- 
ceiving protection from this insurance 
giant of the Middle West. The wel- 
fare of this vast army of policyholders 
is looked after by almost 4,000 Home 
Office employees and field representa- 
tives covering many States of the Union. 
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NEW DISABILITY BENEFITS 


Starting February, Mutual Life Will 
Write New Policies With This 
Feature 
The Mutual Life of New York will 
incorporate provisions for supplementary 
disability benefits in new policies pro- 
viding for disability benefits (increasing 
and level) issued on and after February 

1, 1926. 

The supplementary benefits are as fol- 
lows: 

(1) Monthly income payments, if any, 
beginning at the end of the first com- 
pleted month of total and permanent 
disability, even if proof thereof is de- 
layed. 

(2) Return of any premium due and 
paid after the beginning of total and 
permanent disability. 

(3) Reinstatement without evidence of 
insurability upon proof (within six 
months of default in premium payment) 
of total and permanent disability at the 
date of default in premium payment; 
disability income payment, if any, and 
waiver of premiums to be the same as 
if policy had not lapsed. 

In all cases total disability must have 
been continuous up to date. New rates 
will apply for the new disability pro- 
tection. 

The company has not yet decided 
upon the question of incorporating the 
new provisions in existing policies. It 
believes that it will be possible to pro- 
vide them by indorsement and adjust- 
ment of rates in various classes. It will 
announce its position on this question 
as soon as decision is reached. Special 
term indorsements issued with  per- 
manent policies providing for disability 
benefits at the new rates (with or with- 
out double indemnity) will include sim- 
ilar benefits. 


JANITORS WANT INSURANCE 


Janitors of Catholic schools in Mon- 
treal district are trying to obtain col- 
lective life assurance similar to the 
teachers. Some time ago the teachers 
under the jurisdiction of the board were 
granted a system of group life assurance. 
The terms of the agreement between 
the teachers and the board were that the 
latter contribute three-tenths of the pre- 
mium of the insurance. The janitors ask 
for the same ratio of contribution by 
the board as in the case of the teachers. 
They were asked to state their case in 
writing. 


GUARDIAN WELFARE TRUST 
Phelps Phelps, Republican, represent- 
ing the 10th District, New York, has in- 
troduced a bill in the New York Assem- 
bly incorporating the Guardian Life 
Welfare Trust for administering funds 
for fostering welfare of men and wo- 
men employed by the Guardian Life In- 
surance Company, at the home office 
in New York City. 


Short-Term Endow- 
ments 
(Continued from page 1) 
vagance or poor investment judgment or 
laziness. Actors are getting very higu 
salaries; many of them are rich; ever 


so many have beautiful homes. They 
make good insurance risks.” 
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A Record of Service 


The year 1925 marks the seventy-fourth anniversary of the 
Massachusetts Mutual Life Insurance Company. Ever since 1851 
this Company has furnished unexcelled life insurance protection 
at a low net cost and has maintained its record of unswerving 
loyalty to its policyholders. The years have brought wonderful 
growth and prosperity. To-day, as in the past, the whole per- 
sonnel of the Company is imbued with the spirit of service, a 
spirit that permeates the entire activity of the organization. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
| SPRINGFIELD, MASSACHUSETTS 


Organized 1851 
JOINS ADVERTISING FORCE 


E. D. Soutar, formerly with the Mac- 
Manus advertising agency of Detroit, 
has joined the sales promotion and ad- 
vertising department of Aetna Life at 
the company’s home office, and will have 
charge of circularization. Previous to 
becoming affiliated with the MacManus 
agency, he was director of the direct- 
mail advertising of the Burroughs Add- 
ing Machine Company, 




















INDIANAPOLIS LIFE’S GROWTH 

The Indianapolis Life made a gain of 
$8,372,000 in its insurance in force dur- 
ing 1925 over the preceding year, with 
a total volume of $55,000,000. Its pre- 
mium income for the year, amounting to 
$1,541,566.98, also showed an increase of 
$210,224.46 over 1924. The assets at the 
close of the year reached $5,475,000, 
which is a gain of $863,000 over the pre- 
ceding twelve months. 








PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 
proposition. 

Address, PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 














AGENTS who can SELL 
as well as WRITE 


Can always be given an interesting 
proposition, much territory still 
awaiting capable representatives. 
Your inquiries will have consid- 
eration. 


UNION MUTUAL LIFE 


INSURANCE COMPANY 
PORTLAND, MAINE 














The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 
Policies backed by one of the very stron companies in the country ample 
capital, surplus and hishest standard of reserves. cies 
Exceptional opportunity is offered to salesmen of 
character and ability. Communicate at once with 
Agency Department, 77 Franklin Street, Boston. 


What Do You Sell? 


Service, Company, or Policy ll 


—which? 


All three are important, of course. But to our mind 
the policy is especially so. [f you agree that the 
actual contract itself is deserving of careful attention 
and comparison on the part of the agent, we invite 
you to consider seriously the United Life policy, “A 
Policy You Can Sell.” 


Fi Mc, ee --$ 5,000 
Any accidental death.......... reine - 10,000 
Certain accidental deaths.........cecceuee 
Accidental Benefits $50 per WEEK. 

Also Disability Income, Waiver of Premiums, etc. 


| ALL IN ONE POLICY | 


If there is an opportunity open in your town, our 
Vice-President, Mr. Eugene E. Reed, will tell you 
all about it. Write him direct—and directly. 


UNITED LIFE. 


AND ACCIDENT INSURANCE COMPANY 
Concord New Hampshire 


| - ll 
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Inquire! 
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State Insurance 
Taxes Increasing 


SUPERVISION COST VERY LOW 








Of $68,000,000 Collected in 1923 Only 
3.82% Was Expended for Service 
of Policyholders 





American insurance policyholders car- 
ried more insurance in 1924 than ever 
before and the premiums paid by them 
were 6.5% larger than for the preceding 
year. Nevertheless, according to the 
insurance department of the Chamber of 
Commerce of the United States, special 
taxes, licenses and fees collected by the 
states during the same period were 13% 
greater than in 1923. These imposts 
were paid by policyholders and do not 
include taxes paid by insurance com- 
panies in common with other forms of 
business. 

The U. S. Chamber of Commerce has 
been making a particular study of spe- 
cial state insurance taxes and finds that 
of the amounts collected by the states 
only from 9.53% to as little as .95% 
was spent for the service of policyhold- 
ers. In every state over 90% of the 
monies collected from insurance sources 
was used for other purposes. In a bulle- 
tin issued last week the U. S. Chamber 
of Commerce analyzes the upward trend 
of insurance taxes as follows in part: 

“The extreme pressure for revenue 
to meet war demands has considerably 
decreased. As a consequence, the fed- 
eral government has revised and is con- 
tinuing to revise its tax laws, not ex- 
clusively for the purpose of reducing 
collections but also in an endeavor to 
place the taxation system upon a sounder 
economic basis. The special impost 
levied upon policyholders by the federal 
government was a premium tax. This 
was eliminated in the 1921 Revenue Act. 
The states have not followed this ex- 
ample. 


The Upward Trend 

“The story of the policyholders spe- 
cial 1924 burden, was the sum of $67,- 
731,570.46. This sum does not include 
the cost of collection, nor the special 
county and municipal insurance taxes. 
These monies are paid by the policy- 
holders—not the insurance companies. 
The known amount alone would pay an 
annual premium for more than four mil- 
lion ordinary life insurance policies is- 
sued at age 25 for $1,000 each or would 
have bought fire insurance coverage for 
one year on $7,500,000,000 worth of prop- 
erty at the average rate of 89c per $100. 

“The growing volume of special in- 
surance levies is shown by comparing 
the figures for 1924 with those for the 
years preceding. From 1922 to 1923 the 
rise was $6,726,029.75, while in the sub- 
sequent year the increase was $7,989,- 
742.06, thus bringing the total to a level 
never previously exceeded. Nor is this 
result due to the mistaken tax policy 
of merely a few states. On the contrary. 
0 of the 48 jurisdictions reporting in 
1923 and 43 of the 48 submitting data 
lor 1924 showed increases. Proposals 
designed to augment still further the in- 
come from this source were introduced 
ma number of states. In several, the 
business men took definite steps to re- 
sist them. For example, in West Vir- 
ginta, chambers of commerce and trade 
associations actively opposed a bill of 
this kind which was defeated. On the 
other hand, in Virginia the premium tax 
applicable to all forms of insurance was 
raised one-eighth of one per cent. 


Less than 4% for Policyholders 


“A tax equal to one-tenth of one per 
cent. of the premiums collected last 


——— 
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year by all types of companies would 
have paid the expenses of operating all 
our state insurance departments and still 
have left a surplus of nearly a million 
dollars. Premium taxes alone, exclusive 
of the other types of special imposts, 
were not infrequently twenty or twenty- 
five times as large. As a result, it is not 
surprising to find throughout the entire 
nation over 25 times as much was col- 
lected from policyholders as the states 
actually spent in providing service for 
them. To express it in another way, 
out of every dollar paid by the policy- 
holder in special taxes, 3.82 cents was 
expended in his behalf. The balance 
went for other state purposes with which 
the policyholder was no more directly 
concerned than any other citizen. 

“As time goes on, the tendency to 
make special insurance taxes a source 
of general revenue becomes more pre- 
valent. We find in 1924, in spite of a 
general increase in the volume of special 
insurance taxes, thirty-three of the forty- 
eight jurisdictions for which data are 
available showed decreases in the per- 
centage of moneys spent for service to 
policyholders. For the country as a 
whole, the proportions have been grow- 
ing less and less since 1915. The follow- 
ing percentages based on data from 47 
states and the District of Columbia are 
evidence of this tendency. 


Percentage Spent for Service 


WOE cocicvcuadoncwnsuce were 6.48 
TG oo ew acid eoneweonoks 5.69 
MRE Sedccdacanaceusenuwes 5.62 
DULY cia ddoecuneeweusenees 4.78 
BENE cciwacateenacweaeeune 4.37 
(2) ener ere 4.33, 
127.) ADEE NOR ee ree rt ene 4.08 
107 ee eee oe arent 4.37* 
12, RR ert ee ren eer 3.87* 
NON ies ekg aac e arias 3.82* 


*Pennsylvania figures included.” 


LUNCH TO J. N. WILLIS 








New Manager of Sun Life at Cleveland; 
President W. H. Hunt of Cleve- 
land Life Is Host 


Last Thursday William H. Hunt, pres- 
ident of the Cleveland Life, Cleveland, 
Ohio, tendered a welcoming luncheon to 
the Sun Life of Canada and its recent- 
ly appointed Cleveland branch manager, 
Joseph N. Willis, at the Union Club. 
It was attended by 25 general agents and 
managers, together with a number of 
guests. 

3esides Mr. Willis, company repre- 
sentatives present were C. S. V. Branch, 
assistant secretary, and T. B. Decker, 
division secretary. Addresses were made 
by Mr. Hunt, Mr. Willis and a number 
of the general agents and managers. 











HOME LIFE 


Insurance Company of New York 





ETHELBERT IDE LOW, President 





The 65th Annual Report shows: 


Premiums received dur- 
ing the year 1924..... $8,003,453 


Payments to Policyhold- 
ers and their Benefi- 
ciaries in Death 


Claims, Endowments, 

Dividends, etc........ 6,321,524 
Increase in Assets...... 2,801,906 
Actual Mortality 62.4% 

of the amount ex- 

pected. 
Insurance in Force..... 260,530,414 
Admitted Assets........ 51,457,218 





FOR AGENCY APPLY TO 
256 Broadway New York 








Connecticut General News 
Hartford, Conn. 





How to Enlarge 
Your Clientele 


Sell accident insurance. It is easier 
and quicker to sell than life insurance. 
That’s one reason why we issue it. 


It helps the beginner make a living 
from the start. It supplies fresh ma- 
terial for the veteran to work on any 
time he runs out of prospects. 


Those to whom you sell accident in- 
surance you can easily sell life insurance 
later on. For accident insurance selling 
kit write Connecticut General Life In- 
surance Company, Hartford, Conn. 
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NEW POLICY 
Disanility Benefits of $15.00 per $1,600.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 
Leans at end of Jad year 
The Manhattan Life Insurance Co. of New York 
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Three New Records of Progress 


A TWENTY-TWO MILLION DOLLAR PRODUC- 
TION of new life insurance during June, 1925, in 
honor of President George Kuhns. 

A NINETY MILLION DOLLAR PRODUCTION of 
new life insurance during the first half of 1925. 

During June, 1925, the total of life insurance in force 


passed the EIGHT HUNDRED MILLION DOLLAR 
mark. 


BANKERS LIFE COMPANY 


DES MOINES, IOWA GEORGE KUHNS, President 


























Incorporated 1851 | 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
FREDERIC H. RHODES, President 
‘hi i ed those polici 
chis Compaay = suites aes 28 my os in the conduct of its business that have given it s high 
Flas always rendered the highest krade of ane to Its nam way ay 
t a to 


Has always extended reasonable 
their business. pt te develep and hold 


Its poliey eomtracts give to each individual insurer full fon, 
interest of all its polieybolders. Py ani 6 Ge aap Gan Oe 


JOHN BAKU, Vice President 





ROBERT H. DAVENPORT, Scecretary 
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The 


MISSOURI STATE 


control of 


DEAL 
Mis- 


Singleton and 


sale of the the 


souri State Life by M. E. 


associates to Rogers Caldwell, Southern 


banker, caused a sensation in the insur- 


ance fraternity. The company has near- 


ly $6000,000,000 of insurance in force and 


so the transaction was one of great 


magnitude. It is fortunate that the man 


who bought the control stands as well 


in the community as does Rogers Cald- 
well, who has made a splendid reputa- 
South as an 


tion im the 


banker. 


investment 
Those who know M. FE. 


ton, who continues as president of the 


Single- 


company for some to time at least, will 
be glad that he, having decided to trans- 
fer his stock ownership, did it under the 
circumstances which have taken place. 
Although not many years have passed 
Mr. Singleton 
life 


became identified 
the 
the Missouri 
State Life and owner of a majority of 
its stock he extremely well 
in stabilizing the company and in put 


since 


with insurance in important 


capacity as president of 


has done 
ting it into a position where it is be- 
coming and 


the 


more more 
Its 


progress have been marked. 


important in 


insurance world. 


growth and 

It is believed that the company will 
continue to make fine headway under 
Mr. Caldwell who has well defined plans 
which, while increasing the size of the 


company, will 


with them an un- 
derstanding and appreciation of his great 


stew ardship. 


carry 


rWO HIGH OFFICIALS DIE 
Within the ten days death has 


removed two men who made their mark 
in life 


past 


insurance and who leave behind 
a long list of friends. They are John 
M. Holcombe, chairman of the board of 
the Phoenix Mutual, and George Kuhns, 
president of the Bankers Life. Mr. Hol- 
combe was one of the most lovable men 


in the fraternity, honored in a wide 
circle. He was one of the most prom- 
inent of the Yale alumni. Mr. Kuhns 


had a harder fight at the start than Mr. 
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A Sketch of Rogers Caldwell. 


“Who is Rogers Caldwell?” The ques- 
tion is being asked throughout the in 
surance business since the news was 
printed last week of Mr. Caldwell’s buy- 


ing the control of the Missouri State 
Life. 
He is the most prominent citizen in 


Nashville, Tenn. He has been voted the 
most useful citizen there from the stand- 


point of getting behind civic improve- 
ments. He is not yet forty years old. 
He is a man of fine taste, personally 


very popular, modest and a great lover of 
outdoor — life He owns thoroughbred 
horses and bird dogs. He is a man of 
considerable wealth. Incidentally, Rog 
ers Caldwell was campaign manager for 
John W. Davis for Tennessee when the 





Caldwell 


Rogers 
Associates in His Investment Company. 
Mr. Rogers is Seen in the Center 


Snapped with Two 


latter ran for president. He is the son 
of James E. Caldwell who organized a 
banking business in 1876, J. K.’s father 
having been a banker antedating Civil 
War times. 

James E. Caldwell is now head of the 
Fourth & First National Bank, Nash- 
ville, and is the man who sold the Cum- 
berland Telephone & Telegraph Com- 
pany to the American Telephone & Tele- 
graph Company, at the time being presi- 
dent of the Cumberland Telephone & 
Telegraph Company. 


Graduate of Vanderbilt 


Rogers Caldwell is a graduate of Van- 
derbilt University. He joined his father 
in an investment concern, the name of 
which was changed to James E. Caldwell 
& Sons. In 1916 the name was changed 
to Caldwell & Company, and Rogers 


Caldwell consolidated that investment 
business with the well established in- 
vestment firm of Goulding Marr & 


Brother. During its early years the prin- 
cipal part of the business consisted of 
the purchase and sale of Southern 
municipal bonds. It grew until many re- 
gard it as the most important banking 
concern of the South, and it has figured 
prominently in a number of great un- 
derwriting transactions, including the 
reorganization of the Cotton Oil Com- 











Holcombe did, working his way through 


school hard 


and college by work on 
farms, but he triumphed over all ob- 
stacles and rose to life insurance emi- 
nence. Both were executives in the real 
the the com- 
panies they guided reach enviable posi- 
tions. 


sense of word and saw 


pany which was formerly a_ subsidiary 
of the Virginia Chemical and which 
manufactures and distributes Wesson Oil, 
a substitute for olive oil, and Snowdrift 
lard. it also had a hand in the promo- 
tion of Southern Dairies, and in the un- 
derwriting of Gillican-Chipley, a novel 


stores proposition which issue was 
brought out at 97 and later was _ sold 
at 165. 


- In addition to being correspondents for 
Kidder Peabody & Co., Caldwell & Co. 
have close relationship with a number of 


northern banks. They have their own 
office building in) Nashville which = is 
eight stories tall. Caldwell & Co. oc- 


cupy the ground and second floors and 


the Cotton States Life, one of the in- 
surance companies controlled by Mr. 
Caldwell, is on the third floor. Cald- 


Well & Co. have branches in New York 
City, Chicago, Detroit, St. Louis, Cin- 
cinnati, New Orleans, Chattanooga, 
Knoxville and Birmingham. 

recent convention of the 
Caldwell organization in Nashville, it 
was developed that the concern soll 
$50,000,000 worth of securities in 1925. 

Hotel Financed by Caldwell & Co. 

There is a new Nashville hotel, the 
Andrew Jackson, which was financed by 
Caldwell & Co. 

Out at the state fair grounds, there 
i 2 livestock pavilion, needed ior 
inany years, built with money he se 
cured. When the state built its wonder- 
ful $3,000,000 Soldiers’ memorial building, 
the aid of Rogers Caldwell and his firm 
was utilized most materially and the 
bonds were sold advantageously. There 
are other towns besides Nashville trac 
ing benefits to the financing of institu- 
tions to the same source. 


During a 


new 


In a story about Rogers Caldwell men- 
tion should be made of the fact that 
James Kk. Caldwell, his father, went 1n- 
to the life insurance business about fifty 
years ago and Rogers Caldwell learned 
a lot about insurance in that agency, 
James EF. Caldwell & Sons. This agency 
will never be sold by the Caldwells for 
sentimental reasons although Rogers 
Caldwell outgrew it when his investment 
business began to take on large propor- 
tions. The agency represents the Fire- 
men’s of Newark, the Camden and 
Western of Canada. 


St. Louis Rumors 

St. Louis, Jan. 20—The sale of the 
Missouri State Life’s control continues 
the most interesting topic of insurance 
conversation here and among the rumors 
are those that Mr. Caldwell and associ- 
ates plan to acquire, if possible, several 
other Mid West and Southern com- 
panies and merge them with the Mis- 
souri State. 

The 86,000 shares held by M. E. Single- 
ton and his sons were purchased by 
them at prices ranging from $30 to $40 
per share. In 1922 there was a 100% 
dividend. 

Mr. Singleton is to receive a bonus of 
$25 per share for remaining as_ presi 
dent of the company for three years in 
addition to the regular price of $75 per 
share, the price paid in the deal. Many 


employes of the Missouri State at Pres- 
ident Singleton’s suggestion bought 
stock when it was obtainable at from 


$15 to $25 per share. 
Thomas F. Lawrence, who resigned as 
vice-president some weeks ago, disposed 
- his 2,000 shares at about $47 per 
share, 


A rumor in St. Louis that Mr. Cald- 
well is associated in the new deal in 
some way with a large Hartford insur- 


ance company is not believed in the 
Fast. 
JANUARY 30 DINNER 
The annual banquet of the district 


managers of the Metropolitan Life will 
be held at the Hotel Astor January 30th. 
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CLAY WW 


HAMLIN 


Clay W. Hamlin was one of the lead- 
ing speakers at the convention this 
week of Johnston & Monser, Mutual 
senefit, Buffalo. He paid for upwards 
of $11,000,000 in 1925. He presided at 
several conferences during the Buffalo 
convention, 

> 


H. G. Johnson, a director of the Con- 
tinental Casualty and a partner in the 
Johnson-Adams Agency at Washington, 
Db. C., recently celebrated his 25th an- 
niversary in the insurance business. Dur- 
ing this length of time Mr. Johnson has 
seen the Continental Casualty grow 
from a small semi-industrial company 
to a substantial factor in the field of 
casualty and accident and health insur- 
ance. He has had time in addition to 
interest himself in the banking business, 
being a director and important factor 
in several Washington banks. 

* * * 


A. C. Hegeman, vice-president of the 
Davis, Dorland Company, has left on 
a trip to the Pacific Coast. While there 
he will greet his new granddaughter, 
Miss Frances Hegeman, daughter of Mr. 
and Mrs. Alan K. Hegeman, who is the 
first girl who has been born in Mr. 
Hegeman’s family in fifty-four years. 

* * * 

J. T. Harnett, cashier of the Ralston 
State Bank at Ralston, Neb., and F&D 
representative, was engaged in his usual 
routine of opening the bank-vault, when 
he suddenly heard a command to “stick 
‘em up!” Thinking it was some friend 
who had come in and was trying to 
frighten him, Mr. Harnett paid no at- 
tention and finished with the combina- 
tion. As he stood up and swung the 
vault doors open, the voice said again: 

“This is no fooling, stick ’em up and 
do it quick.” 

Mr. Harnett turned at that command, 
to find a bandit pointing a gun at him 
through a window in the cage. The 
bandit then started for the cage door. 
So did Mr. Harnett. When the two men 
met, Mr. Harnett wasted no time in 
the usual preliminaries to a boxing bout 
but proceeded to smash the bandit 
squarely in the nose. 





NEWMAN LEADS AGAIN 


Robert C. Newman of St. Louis, Mo. 
who has long ranked among the coun- 
try’s biggest producers of life insurance, 
once more in 1925 was the leading per- 
eo producer for the Missouri State 
Life. 
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FIRE INSURANCE 





a 


20 P. C. Commission 
Basis of New Scale 
For Eastern States 


COMMITTEE TO BE ENLARGED 





Fifteen Executives Engaged in Work 
of Getting Signatures to Plan 
for New Organization 





Within a comparatively few days 
copies of the plan for a new and larger 
organization in the East controlling fire 
insurance commissions will be sent to 
every company doing business in the 
Middle Atlantic and New England 
states’ for its endorsement or rejecticn. 
The big feature of the proposal is that 
a 20% flat commission scale will be sub- 
stituted for those now existing in the 
ordinary territory and a slightly higher 
scale for the excepted cities and dis- 
tricts. 

Chairman R. M. Bissell of the special 
Committee of Ten, originally appointed 
to formulate some sort of settlement of 
the commission troubles in western 
New York State, faced leading repre- 
sentatives of a large majority of the fire 
insurance companies in the country when 
he offered the reorganization plan ai 
the meeting at the Hotel Biltmore last 
Thursday morning. C. G. Smith, presi- 
dent of the Great American, presided at 
the meeting for he was chairman at 
the meeting last year when the com- 
mittee of ten was created. 

The plan proposes that instead of the 
present Eastern Union an entirely new 
and comprehensive organization be cre 
ated, if possible, composed of practi- 
cally all the agency companies doing 
business in the Northeastern States. The 
basis of the organization is the adoption 
of a uniform commission of 20% in all 
ordinary territory and a revision of the 
commissions in all excepted territory to 
substantially a uniform basis of 20% oun 
most classes of risks and 30% on a lim- 
ited class of business plus a 10% con- 
tingent on earned profits. 

As it will take some time for the new 
organization, if successful, to be brought 
into being, meantime the present rates 
of commission will remain unchanged 
everywhere. 


Meeting Lasted All Day 


During the morning session of the 
meeting several talks were made on 
the grave situation existing in the East 
and the necessity for getting the com- 
panies together to agree to some per- 
manent commission scale which will 
eliminate periodic increases in acquisition 
costs for fire insurance. The meeting 
continued during the afternoon, many 
details being explained and discussed at 
length. Finally a resolution was adopted 
unanimously to the effect that the sense 
of the meeting was that the report pre- 
sented was a suitable basis on which the 
companies might co-operate to the ad- 
vantage of companies and their agents 
and the general public. 

It was further resolved that a com- 
mittee of fifteen be appointed to include 
the committee of ten and that commit- 
tee should assume the task of securing 
signatures to the agreement in order 
that the organization might be formed. 
It is understood that companies writing 
%% of the premiums in the territory 
extending from Maine down to the S. E. 

. A. territory in the East must sign the 
en before it can become effec- 

e. 

From the opinion expressed during the 
Meeting it is generally held to be true 
that some organization ought to be 
lormed to secure reforms in matters of 
great importance, such as rating meth- 
ods, curtailment of expense, loss ad- 
justments, payments of balances, com- 
Prehensive service to the public by a 
large Organization and other matters 


Most fire insurance executives in New 
York City are optimistic about the out- 
come of this move to bring all the com- 
panies together in one huge organiza- 
tion. Several executives interviewed this 
week by THe EASTERN UNDERWRITER 
stated that this plan was of tre- 
mendous importance and _ constituted 
one of the biggest steps taken in 
recent years by the companies. The 
Eastern Union companies are all 
expected to subscribe to the plan and the 
work of the committee of fifteen will 
be to persuade those companies both 
large and small now outside the Eastern 
Union that it will be to their advantap: 
to go into the new organization and 
subscribe to a limitation of commissions. 

Small Companies May Balk 

The success achieved in the movement 
about a year ago to bring the non-or- 
ganization companies into the South- 
Eastern Underwriters’ Association on 
somewhat the same terms as proposed 
ior the North-Eastern territory gives 
strong hope that this newly launched 
move will likewise bear fruit. Some of 
the small fire companies now paying high 
rates of commissions may say that they 
agree to all the principles of co-oper- 
ation but cannot join such a body as is 
proposed because their only means of 
competing with the large companies for 
first class business is to pay excess com- 
missions. 

Against these arguments others will 
be offered to show that in the end the 
best results for all companies will be 
gained through co-operative efforts to 
reduce and not increase acquisition costs. 

The Eastern Union scale for New Eng- 


land and the Middle Department 
is 15, 20 and 25% for agencies 
handling organization companies and 


15% and 1% for expenses for agencies 
also. representing non-member com- 
panies. In the excepted cities and dis- 
tricts commission rates vary greatly run- 
ning in some places to as high as 40%, 
although this latter rate is paid on only: 
a small percentage of the business writ- 
ten. 

3ecause of the vast insurable values 
centered in the large cities of the Fast 
including New York, Boston, Philadel- 
phia, and many others competition for 
Lusiness is especially keen. This eager- 
ness for premiums has gradually led to 
the creation of a large number of ex- 
cepted cities where rates higher than 
the ordinary Eastern Union scale are 
paid. The activities of the non-organi- 
zation companies have led to continuous 
commission troubles in places like New- 
ark, suburban Philadelphia, Pittsburgh, 
Rochester, New Haven and Worcester. 

The local agents themselves are known 
to be favorably inclined toward the 20% 
flat scale. Several New England state 
associations have declared themselves for 
such an arrangement and agents in the 
South and Southwest, where the scale 
is in operation, are satisfied with its re- 
sults. A flat scale has its advantages 
over a graded scale in that it eliminates 
much of the bookkeeping and removes 
causes for arguments as to classifications 











LE ROY, OHIO 


No. 6 





Votume II 





Editorial 


Tae Junior Broadcaster, published by 
the Ohio Farmers Insurance Company of 
Le Roy, extends to all its readers sincere 
wishes that the New Year will bring them 
health, happiness, and prosperity. So far 
as it is within the power of this publica- 
tion or the Company which sponsers it to 
| bring those blessings to you, they are al- 
ready as good as yours. 

We reiterate that the Ohio Farmers is 
an agents’ company. maintaining the 
closest and most cordial relations with its 
men in the field. We say again that the 
Ohio Farmers considers the interests of its 
representatives to be paramount. We 
repeat, as we have many times in the 
past, that this Company confers with and 
defers to its agents when questions arise 
which affect both parties. 

No change will be made in the policy 
which has given the Ohio Farmers Insur- 
ance Company an unique place in the 
underwriting fraternity of the United 
States. 

The Company's extensive advertising 
iassistance to agents will be continued, 
with appropriate additions from time to 
time. The constant endeavor to simplify 








the details of carrying on the writing of 
fire and automobile insurance will be un- 
ceasing. The spirit of cooperation, which 
has persisted since 1848, will glow with 
renewed viccor throughout 1926. 


agents will be held in Le Roy on Tuesday 
and Wednesday, January 19 and 20. 
Since it is customary for the weather man 
to send his coldest and 
weather just in time for Annual Meeting, 
all who are coming should take warning. 
Bring your red mittens and non-skid chains 
tor your galoshes. 


hind us, there is a period of destructive 
windstorms just ahead of us. 
Ohio Farmers agents who want to write 
more tornado and windstorm 
please send to the company at Le Roy for 
a supply of advertising folders? They are 
illustrated with actual photographs and 
are litographed in colors. 


are good localities for the sale of wind- 
storm insurance. 





The annual meeting of Ohio Farmers 


iciest winter 


With the beginning of a new year be- 
Will all 


insurance 


Practically all the states in the union 





iensitosinalal 





on border-line cases. Whether the out- 
side companies will come into the new 
organization cannot be prophesied, but 
the general feeling is that success will 
come from the efforts already expended 
in the direction of commission limita- 
tion. 


The Engineering Department 
Elimination 

There is one section about the report 
of the committee which is causing some 
discussion and that is in reference to the 
elimination of engineering departments 
of the companies. It is pointed out that 
even if the companies should toss over- 
board the engineering departments, 
which have been considerably under the 
limelight in the insurance newspapers 
during the past year, the big brokerage 
concerns will continue to have them, 
which might cause some confusion or 
discrimination. A representative of one 
of the companies discussed the engineer- 
ing situation at the Biltmore meeting. 

Neal Bassett of the Firemen’s group 
attended the meeting, coming in at the 
last minute as he had some committee 
meetings he had to attend. 
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INSURANCE COMPANY 


OF NEW YORK 


—— 








J. A. KELSEY, President 


Head Office: 45 John Street, New York 
G. Z. DAY, Vice-Pres. and Secretary 














Statement June 30, 1925 


FL 1 ROP eer r ee Perr eer Ter Terre yn eT $1,000,000.00 
PEGI WOMNI Ue oi vo nicn sc sous nccledecde vceineckeaness 499,179.82 
bdo ge 7 1. eee err rer rrr er ere 116,780.00 
EL Ae rr prereset rrr ree 1,238,196.67 
ROUW AR? PET + oo oco fa awatnniinn as dennseeosecsserennaran 2,854,156.49 




















ROOSEVELT CLARK RESIGNS 


Well-Known Advertising Man Will Go 
With WEAF in Broadcasting 
Advertising Section 
Roosevelt Clark, advertising manager 
of the America Fore Companies, has re- 
signed to go with WEAF and will be 
affiliated with advertising in the broad- 
casting division in that most important 
station. He has been with the America 
Fore Companies about five years, suc- 
ceeding A. K. Taylor who resigned to go 
with the National Board of Fire Under- 
writers. He was vice-president of the 
Insurance Advertising Conference and 
also chairman of the publicity commit- 
tee. Before going with the America 
Fore companies he sold art work for 
the George Ethridge Co. He was a 
student at the Columbia School of Archi- 
tecture and served in the navy during the 

war, 
He is a cousin of Franklin D. Roose- 
velt. 


HAS OFFICE IN BROOKLYN 


C. L. Hagert & Co. Also Open One in 
Ridgewood, N. J.; Brothers Well 
Known 
C. L. Hagert, who has been in the in- 
surance business for fifteen years, and 
is well known along William Street, is 
now in business for himself at 180 Mon- 
tague Street, Brooklyn, under the name 
of C. L. Hagert & Co. Recetnly C. L. 
Hagert opened an office in Ridge- 
wood, N. J., under the direction of his 

brother, W. W. Hagert. 


JOINS LAW FIRM 

Hugo’ Wintner, who recently resigned 
as Assistant District Attorney of the 
County of New York and is well thought 
of in the District Attorney’s office, has 
joined the firm of Fox & Weller, law- 
yers, New York, which will now be 
known as Fox, Weller & Wintner. An- 
other new member of the firm is Robert 
P. Schur. 
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Wisconsin State Fund 
Has Low Loss Ratio 


37% OVER SCORE OF YEARS 





Expenses Only 2.06% of Premiums; In- 
sures State, Municipal and Village 
Property 


The Wisconsin State Fire Insurance 
Fund, the oldest of its kind in the 
United States, has had a loss ratio since 
organization of only 36.86% while the 
expense cost of operating the fund has 
been only 2.06%. This state fund was 
created by an act of the Wisconsin 
legislature in 1903 for the purpose of in- 
suring all state property to the amount 
of 90% of its value at 75% of the rate 


charged by stock companies. In 1911 
and 1913 the statues were amended to 
include county, state, village, town, 


school district, and library property un- 
der the same terms, except that it was 
left optional with the board to control 
as to the amount of insurance they de- 
sire to carry. 


In his review of 1924 business Insur- 


ance Commissioner W. Stanley Smith 
has this to say about the Wisconsin 
state fund: 


“Since the organization of the fund, 
the total amount of premiums, interest, 
return premiums on re-insurancée, and 
profit on sale of bonds collected is $1,- 
933,777.03, while the losses, expenses and 
reinsurance procured is $833,843.01, which 
leaves a balance of $1,099,934.02. The 
expense of conducting the fund since its 
organization in 1903 is $35,719.45. The 
premiums paid into. the State Insurance 
Fund by the State is $1,622,393.30 and 
the saving was $540,797.78. The non- 
state property insured paid in $157,- 
916.79 and the saving has been $52,638.93. 
The total premium received is $1,780,- 
310.09 and the total saving has been 
$593,436.71. The loss ratio since organi- 
zation on state property is 37.56% and 





non-state property 29.59% with an aver- 
age loss ratio of 36.86%. The expense 
ratio of operating the fund has been 
2.06% and indicates a very low acqui- 
sition cost. The expenses have been re- 
duced to a minimum. 


Surplus Increased $200,000 _ 

“The State Insurance Fund experi- 
enced another successful year, increasing 
its surplus from $799,072.74 to $992,781.- 
56. The ratio of losses incurred to prem- 
iums earned was 12.31% and the ratio 
of expenses incurred to premiums earned 
was 3.11%. The losses and expenses in- 
curred amounted to 67.93% of the inter- 
est income from investments. 

The admitted assets of the fund now 
amount to $1,118,895.59. A reasonable 
proportion of the assets is loaned to the 
people of the state on improved farm 
mortgages and bonds that are a direct 
obligation of the taxpayers of the State. 
The remainder of the assets are kept in 
liquid form to meet all losses promptly 
as they occur. The Commissioner of In- 
surance, acting with the approval of the 


Governor, invests the money of the 
State Insurance Fund. . 
The total amount of risks effective 


December 31, 1924 is $79,023,894, of which 
$40,634,460 represents risks against loss 
by fire and $38,389,434 tornado risks. 

The total insurance carried by the 
State is $70,909,004, counties, $4,620,825, 
cities, villages and towns $1,200,065, 
school districts of $2,287,700 and library 
boards $6,300. 

The total amount of premiums effec- 
tive December 31, 1924 is $226,611.01 and 
the unearned premium reserve amount- 
ing to $122,650.04 together with unpaid 
losses of $3,463.99 making a total of 
$126,114.03 are included as liabilities. 


PHILADELPHIA CHANGE 
The Philadelphia Fire Underwriters 
Association has announced the discon- 
tinuance of the agency of J. Howard 
grown & Co. for the Hawkeye Secu- 
rities. 








INCORPORATED 1868 


Che Standard Fire Insurance Ca. 


OF NEW JERSEY 
TRENTON, N. J. 


O. J. PRIOR, President 


—— 


W. M. CROZER, Secretary 











AMERICAN REINSURER 
Lloyd’s Did Not Get Much-Discussed 
Contract of Keystone Automobile 
Club of Philadelphia 


Tue Eastern UNbERWRITER has been 
asked whether the reinsurance deal 
negotiated by R. C. Rathbone & Son, 
insurance brokers, at 80 Maiden Laue, 
New York, for the Keystone Automo 
bile Club of Philadelphia involved in- 
surance in an American company or in 
Lloyd’s. 

THe Eastern UNDERWRITER is informed 
by R. C. Rathbone & Son that this re- 
insurance is in one of the large Amer- 
ican companies. 

Clarence Goodman was the represen- 
tative of the Rathbone office in the 
transaction. 


APPOINTED SPECIAL AGENT 


Matthew S. Pendleton, of the staff 
of MacBain & Sparks, New York 
brokers, has been appointed special agent 
of the St. Paul Fire and Marine, the 
Minnesota Underwriters, and the Merc- 
ury, and will travel for the first two 
named companies in Virginia and District 
of Columbia and for the Mercury in 
Virginia, District of Columbia and Mary- 
land. Mr. Pendleton’s headquarters will 
be in Richmond in the offices of Ber- 
nard P. Carter, state agent for the com- 
panies, and he is expected to assume his 
new duties early in February. 


cana 


TO MEET IN CINCINNATI 





National Association of Insurance 
Agents to Hold Mid-year Gather. 
ing there March 16, 17 and 18 

The National Association of Insurance 
Agents will hold its mid-year meeting on 
March 16, 17 and 18 at the Sinton Hotel 
in Cincinnati. The sessions will be en- 
tirely devoted to problems facing the 
local agents and no outside speakers will 
be invited to address the convention, 
Moreover the entertainment features will 
be held down to a minimum. The se- 
lection of Cincinnati should prove profit- 
able from the viewpoint of attendance 
for that city is centrally located and can 
be reached easily by local agents from 
all sections of the country east of the 
Rockies. 





UNVERZAGT SUCCEEDS REITER 


George W. Unverzagt has been elect- 
ed secretary-treasurer of the Allemania 
of Pittsburgh, succeeding the _ late 
Charles B. Reiter. Mr. Unverzagt has 
been connected with the company since 
1906 and was elected assistant secretary 
in 1920. 





The dust explosion hazards committee 
of the National Fire Protection Associa- 
tion met Monday at the Hotel Pennsyl- 
vania in this city to consider regulations 
for the prevention of dust explosions in 
industrial plants. 





LOYAL TO FRIENDS, AND 


TO LOYAL AGENTS, LOYAL 





Neal B President 

John cag: ee and Treas. 

Waite Vice-Pres. and West. Mgr. 
H. , Secretary 

Welle T. Bassett, Secretary 


FIREMEN’S 


INSURANCE CO. 
ef Newark, N. J. 


Orgamsed 1855 


Statement January 1, 19% 
ASSETS AND LIABILITIES 


Capital .......$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities.. 8,536,871.80 


Net Surplus.... 3,586,660.11 
Assets ...... .$15,123,531.91 


Pelicybolders’ Surplus 
$6,586,660.11 





THE 
GirardF.«M. 


INSURANCE CO. 
ef Philadelphia 
Organised 1853 

Statement January 1, 1925 

ASSETS AND LIABILITIES 


Capital .......$1,000,000.00 
Reserve Reinsur- 

ance Fund and 

Reserve for all 

other liabilities. . 3,213,098.14 


Net Surplus.... 1,260,934.06 


Assets ........$5,474,032.20 
Policyholders’ Surplus 
$2,260,934.06 











Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
John A. Snyder, Secretary 

Secretary 


A. H 
Secretary 


Wells T. Ba Bassett, 

THE 
MECHANICS 
INSURANCE CO. 
of Philadelphia 
Organised 1854 
Statememt January 1, 1925 
ASSETS AND LIABILITIES 


Capital .......$ 600,000.00 
Reserve Reinsur- 
ance Fund and 
Reserve for all 
all other liabilities 


Net Surplus.... 


2,575,127.95 
1,000.362.98 


Assets ........$4,175,490.93 
Policyholders’ Surplus 
$1,600,362.98 











H. M. Schmitt, President 
Neal Bassett, Vice-Pres. 
John Kay, Vice-Pres. and Treas. 


Waite Bliven, Vice-Pres. and West. Mgr. 
Thos. A. 


Hatha , Secretary 
A. H. Siascinger, Dewetnry 
Wells T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 
Organized 1866 
Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital .......$1,000,000.00 
Reserve Reinsur- 

ance Fund and 


,Reserve for all 
other liabilities. . 


Net Surplus.... 


3,751,385.75 
501,427.56 


Assets ........$5,252,813.31 
Policyholders’ Surplus 
$1,501,427.56 











LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 
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Agents Criticize 
New Chrysler Plan 


STILL VIOLATES PRINCIPLES 





Commissioners Fear for Resident Agency 
Laws on Adverse U. S. Supreme 
Court Decision 





That the modified Palmetto-Chrysler 
automobile insurance plan does not meet 
the objections of local agents was made 
evident by Past-President Thomas C. 
Moffatt of the National Association of 
Insurance Agents at the hearing held 
Monday on wholesale insurance at the 
Hotel Astor before Insurance Commis- 
sioners Conn of Ohio, Monk of Massa- 
chusetts, and Caldwell of Tennessee. 
Even though the modified plan provides 
for the payment of taxes, filing. of rates 
where demanded and counter-signature 
of each policy by a resident agent it still 
remains a threat to the safety of the 
American agency system according to 
Mr. Moffatt. 

The modified plan stipulates, Hartwell 
Cabell, attorney for the Palmetto In- 
surance Company, stated at the hearing, 
for the appointment by the insurance 
company of one or more agents in each 
state having a resident agency law. 
These agents shall sign each policy issued 
on a Chrysler car under the insurance 
agreement. Mr. Moffatt declares that 
this is still a violation of the overhead 
writing principle of the agents’ asso- 
ciation because the commission does not 
go to really a local agent but to one 
who is acting as sort of general agent 
for the entire state. 

In addition, the National Association 
contends that the Chrysler dealers are 
still acting as solicitors of insurance be- 
cause they have to learn from purchas- 
ers of cars whether they want this in- 
surance if the car is fully paid for, or 
if bought on time they must explain the 
insurance provisions of the contract. 
Besides, the act of selling car brings 
the insurance into force. 


No Decision Reached 

The commissioners’ committee came 
to no decision at the conclusion of the 
hearing but adjourned to another date 
about February 10 to give the interested 
parties, including the National Associa- 
tion, the Chrysler and Palmetto com- 
panies, and Alexander & Alexander of 
Baltimore, chances to file briefs. The 
Baltimore firm are agents for the Pal- 
metto and receive a 10 per cent. com- 
mission on all policies. This 10 per cent. 
is given partly for commission and partly 
for services rendered in handling all the 
adjustment matters and other details 
in connection with the Chrysler insur- 
ance. The commissioners’ next hearing 
will probably be held in Washington or 


’ Cincinnati. 


One of the most vital points brought 
out at the hearing Monday was that an 
adverse decision by the Supreme Court 
of the United States on the case of 
Ohio against the Palmetto would prob- 
ably mean a severe upset to the resident 
agency laws of this country. When In- 
surance Superintendent Harry L. Conn 
of Ohio refused to allow the Palmetto 
to operate in his state because of the 
Chrysler plan the insurance company 
declared that it would carry the case to 
the highest court in the land. Mr. Ca- 
bell said that a hearing on the case would 
likely be held in Washington before the 
Supreme Court about April 1. 

The Palmétto contends that the resi- 
dent agency law of Ohio as now inter- 
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preted blocks the advancement of com- 
mercial progress. On the other hand the 
National Association of Insurance Agents 
has fought for resident agency laws, 
which now exist in forty-three of the 
forty-eight states, on the ground that 
they are essential for the preservation 
of the American local agency system. 

Commissioner Wesley E. Monk of 
Massachusetts suggested to Mr. Moffatt 
and to Secretary-Counsel Walter H. 
Bennett of the National Association that 
it might be better to accept a compro- 
mise on the Chrysler question, as offered 
in the modified plan, than to fight for an 
immediate show-down on the matter be- 
fore the Supreme Court, considering the 
far-reaching aspects of an adverse de- 
cision. 


Will Accept No Compromise 


Mr. Moffatt replied in a vigorous man- 
ner that if the fabric of resident agency 
laws were not to be a permanent part 
of American insurance he wanted to 
know it now. He said he was training 
his son to take over the insurance busi- 
ness he has developed in Newark, but 
that he would cut short his son’s in- 
surance education if he thought the 
agency’s business was going to be ruined 
by non-resident competition of the sever- 
est sort which would start immediately 
if the resident agency laws were declared 
unconstitutional and a violation of the 
Fourteenth Amendment. 

Commissioner Monk called upon Mr. 
Cabell to defend the Chrysler modified 
plan by asking him the source of the 
public demand for such an insurance 
proposition. The Palmetto’s able coun- 
sel replied by citing the extortionate 
charges placed upon car purchasers by 
many independent financing firms 
throughout the country. The Chrysler 
insurance plan he said was an effort to 
reduce insurance and finance charges to 
the minimum by standardizing them. 

With reference to the moral hazards 
of underwriting automobiles on a whole- 
sale basis Mr. Cabell stated that an in- 
surance company could control this feat- 
ure by watching the records of automo- 
bile dealers and refusing to insure the 
cars of those dealers whose customers 
showed an exceptionally high loss ratio 
on the fire and theft insurance involved 
in the automatic plan. The insurance 
company would also be permitted to re- 
fuse to insure cars in certain districts 
with notoriously high loss records. These 
two safeguards would give an insurer 
some control over his risks, Mr. Cabell 
said. 


The commissioners’ committee went 
thoroughly into the subject of the inter- 
ests of the Chrysler Automobile Com- 
pany and the Commercial Credit Com- 
pany of Baltimore, the financing com- 
pany, in the insurance commissions 
paid by the Palmetto for the insurance. 
According to Mr. Cabell, Alexander & 
Alexander of Baltimore, agents for the 
Palmetto, get 10 per cent. of the Chrys- 
ler commissions for their services; the 
Palmetto retains about 20 per cent. of 
the insurance for itself and reinsures 
the balance with companies in this 
country; the Automobile of Hartford 
reinsures other business of the Palmetto 
but not its Chrysler automobile insur- 
ance and the Chrysler Company and the 
Commercial Credit Company get no 
profit out of insurance. 

Alexander & Alexander use their 10 
per cent. to pay commissions to local 
agents and to secure the services of in- 
dependent adjusters to settle losses on 
Chrysler cars. . 

It is brought out that the marine in- 
surance system of covering each car 
from the time it left the factory for a 
year, no matter where the car might be 
located or who its owner might be, 
could be used. Mr. Cabell is not favor- 
ably inclined towards this method and 
Mr. Moffatt said one difficulty would be 
that the policy would not cover the full 
time payments due on the car if the in- 
surance started before the ultimate pur- 
chaser secured it. 

Mr. Moffatt declared that the agents 
were firmly against the coercive use of 
credit, and that it was unsound and un- 
ethical for dealers and automobile manu- 
facturers to divide commissions with 
agents. On the other hand Mr. Moffatt 
stated that the American agency system 
could be used to advantage by automo- 
bile manufacturers because the agents 
are so well acquainted with persons in 
their towns or districts that they can 
better measure the moral and financial 
hazards of automobile purchasers than 
a finance company located miles away. 

Mr. Cabell said that he sought to 
help the local agent by acquainting him 
with the sale of Chrysler cars and the 
dates of expirations on such cars so 
the local agent can get the first year’s 
liability and property damage covers 
and the second year’s fire and theft in- 
surance. 

In reply Mr. Moffatt again reiterated 
his hostility to unregulated wholesale 
insurance. While this sort of insurance 
has its proper place he believes it is go- 


ing too far and is today a highly dis- 
turbing factor. It might destroy the 
American agency system unless regu- 
lated. 

Commissioner Conn said the question 
was whether wholesale insurance was 
here to stay and whether the American 
agency system was antiquated or indis- 
pensable. 

Livingston L. Short, vice-president of 
the General Exchange Insurance Cor- 
poration, was called upon to explain the 
insurance arrangement of the General 
Motors Corporation. This insurance was 
not brought directly under fire as the 
methods used are not like those employed 
in the Chrysler case. 





Chrysler Hearing 
(Continued from page 1) 


develop and my advice to them was so 

and so. However, you must bear the 

fact in mind that there is another side 
to the question and that side—if you 
will pardon me for saying so—is as 
follows, etc.” 

Paul Vs. Virginia Again 

It was while agreeing that one of the 
contentions of the commissioners was 
really sound that Mr. Cabell said rather 
sadly and as if fate were against him 
and the Chrysler Company: 

“But unfortunately there is that de- 
cision of Paul versus Virginia.” 

The Paul versus Virginia decision 
loomed up so conspicuously that after a 
while the legal entanglement threw the 
reporters in despair in trying to follow 
the proceedings. Anyway, at one point 
Commissioner Conn said to Mr. Cabell: 

“If you were the only man we had 
to deal with it would be all right, but 
this is a pretty big question and we must 
go into it most thoroughly.” 

All during the afternoon Commission- 
er Caldwell asked direct questions and 
looked sympathetically at intervals at 
Walter H. Bennett and Thomas C. Mof- 
fatt of the agents’ association who were 
following the proceedings closely. 


Didn’t Recognize Department Man 

At one stage of the proceedings the 
question of rate filings came up and 
turning to Samuel Deutschberger of the 
New York Department Mr. Caldwell be- 
gan to ask him some sharp questions 
about the new rates effective this week 
in automobile insurance, evidently under 
the impression that he was the represen- 
tative of some insurance company or 
motor car company. He subsided when 
Judge Conn informed him that Mr. 
Deutschberger was a representative of 
the New York Insurance Department. 
Superintendent Beha came in and 
watched the proceedings. 

Nearly everybody had difficulty in 
hearing the discussion as “The Chicago 
Women in New York Club” was holding 
a musicale in the next room aad occa- 
sionally high notes of Tosti’s “Good 
Bye” drowned out the automobile in- 
surance discussion. 

One statement of interest made by 
Mr. Cabell was that Alexander & Alex- 
ander of Baltimore who put over the 
Chrysler insurance deal are getting 10% 
commissions on that transaction. 





CHARLES B. REITER DIES 


Charles B. Reiter, secretary-treasurer 
and a director of the Allemania Fire, 
died, last Thursday at Pittsburgh afte1 
a brief illness. Mr. Reiter h adbeen as- 
sociated with the Allemania since 1887 
and during the last 12 years had been 
secretary. He was 67 years of age. 
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Just Insurance—or Real 
Insurance Protection 


There is a difference. Part of that difference 
between—insurance—and Real Insurance Pro- 
tection—lies within the service and ability of 
your agency. The other part of it lies within the 
Companies represented in your agency. You 
can sell real insurance protection by advising 
your clients as to the correct amount and kind 
of insurance necessary to their complete protec- 
tion. And you can perfect that protection by 
insuring them in a company whose known 
reputation provides the best in engineering 
service and loss adjustments. 
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In providing real insurance protection you 
can always offer with complete confidence 1 
policy in The Home of New York which pro- 
28 vides the protection of America’s Largest and 
EET T Strongest Fire Insurance Company. 
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Misrepresentation Need 
Not Embrace Fraud 


FIRE COMPANIES WIN CASE 


Court of Appeals Overrules Lower 
Courts in Famous Cement Case; 
Underwriters Pleased 


fire insurance lawyers were in good 
humor this week because the Court ot 
Appeals overturned the opinion of the 
Appellate Division of the state in the 
famous cement case. This is the litiga- 
tion started when the American Surety 
brought suit against the Patriotic .grow- 
ing out of the loss by fire of some ce- 
ment. The binder had been submitted 
to the companies’ agents by brokers with 
a description indicating the location of 
the cement as in an open lot not far 
from some wooden sheds which were 
marked on the insurance maps as vacant 
and dilapidated. The companies would 
not, knowingly, have insured the sheds 
or contents therein. 

In view of the proximity to the unde- 
sirable location it is alleged that specific 
inquiry was made of the brokers before 
accepting the line and the defense maii 
tained that the answer to the query was 
that the cement was in the open. The 
fire proved that the cement was in the 
dilapidated shacks and the companies 
denied liability. 

Lower Court Ruling 

A New York county judge instructed 
the jury that something more was need- 
ed than proof of where the cement was 
at the time of fire; that the plaintiff 
should have made a fraudulent misrepre- 
sentation in order to lose the case. 

The Appellate Division affirmed the 
lower court but without opinion. The 
underwriters and fire insurance lawyers 
were greatly distressed inasmuch as the 
ruling reversed the law as it has been 
understood in New York and elsewhere 
that material misrepresentation by the 
insured or brokers, resulting in accept- 
ance of the risk, would defeat the insur- 
ance even though there were no fraud. 
It would also lead to claims hereafter 
being made that false information was 
given without intent and_ therefore 
would not prevent validity of policies 
and collection of claims. 

The ruling were regarded as of such 
importance that the National Board in- 
tervened in the appeal to the Court of 
Appeals in an effort to convince the 
court that the old understanding of the 
law on the subject was the correct un- 
derstanding. 

The action of the Court of Appeals, 
therefore, in standing by precedent and 
lormer decisions in this case in the ce- 
ment loss caused rejoicing in the fire 
ofices and in the offices of their ad- 
visers. 





NEW YORK STATE ELECTS 


The New York State Fire has re- 

elected the following officers and direc- 
tors: President, A. Paige Smith; vice- 
president, Noel S. Bennett; secretary, 
J. Allen Warner; assistant secretary, 
Oscar A. Meyer. These directors were 
re-elected for three years: J. Allen 
Warner, Carl H. Graff, John A. Foster, 
David G. Wakeman and J. Lester 
Parsons. 





~ANTI-TRUST CASE QUASHED 
Chancellor Strickler in the Chancery 
Court of Hinds County Mississippi, has 
granted the motion of five defendant fire 
companies asking for the dismissal of the 
case of Stokes V. Robertson against the 
companies for violation of the anti-trust 
laws. The companies involved in the case 
are the Globe & Rutgers, North River, 
vey States Fire, Stuyvesant and Rhode 
sland. 





ADMITTED TO COLORADO 


The Baltimore American of New York 
has been admitted to Colorado. 








Meeting 
Modern Needs 


Progress in the insurance business to- 
day demands constant foresight, wise 
planning, broad underwriting capacity 
and close home office co-operation with 
the agent. 





The new needs that arise with national 
growth and ever changing conditions 
require insurance protection and serv- 
ice to keep apace. 


The Norwich Union Fire, though over 
a century and a quarter old, is a mod- 
ern institution that has kept abreast 
of the times. It has maintained a rec- 
ord of satisfaction in service to Agents 
and Clients as the result of time-tested 
experience and knowledge of needs 
and conditions. Today Norwich Union 
policies and service have World-Wide 
Reputation. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager 


J. F. Van Riper, Branch Secretary 


EAGLE FIRE COMPANY 


ot New York 
Incorporated 1806 


Hart Darlington, President J. F. Van Riper, Secretary 


75 Maiden Lane, New York 
The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


W. G Falconer, President H. P. Jackson, Vice-President 


The Agent Who Seeks to Give Service 
Must Himself be Well Served 


COMPANIES 








Knox, Lent & Stevens 
Have Big Housewarming 


—__—_ 


300 AT WHITE PLAINS AFFAIR 





Companies Send Representatives and 
Flowers; Agency Expects to Sell 
20,000 Policies This Year 





More than three hundred guests at- 
tended the housewarming of the new 
office of Knox, Lent & Stevens at 203 
Main street, White Plains, N. Y., on Sat- 
urday afternoon. The reception lasted 
from 11 o’clock in the morning until 5 
at night. Many floral decorations were 
received, among the companies sending 
flowers being the Continental, Hanover 
and Hartford. 

Among the men present from the com- 
panies were: Paul Rutherford, vice presi- 
dent of the Hartford Accident & Indem- 
nity; William A. Driscoll, assistant man- 
ager of the Hartford A. & 1.; George H. 
Von der Leith, general agent of the 
Phoenix Assurance; Harry Von der 
Leith, general agent of the Phoenix 
Assurance; William B, Lutz, assistant 
general agent of the Phoenix Assurance; 
William A. Page, special agent of the 
Phoenix Assurance; Elmer Sammons, as- 
sistant secretary of the Hanover Insur- 
ance Company; A. E. Gilbert, assistant 
secretary of the Hanover; Allan Dixon, 
general agent of the Phoenix; E. A. 
O’Brien, special agent of the Continen- 
tal; William F. Britten, special agent of 
the New Hampshire Fire; Walter Hey- 
don, National Union; Francis* Calhoun, 
special agent of Norwich Union; John 
J. Dolan, special agent of the Globe & 
Rutgers; William Frink, general agent 
of the Norwich Union; George -Merrick, 
George Belliveau, William A. Read and 
Mr. McCarthy of the Hartford Accident 
& Indemnity. 

Letters of good wishes were received 
from John W. Longnecker, advertising 
manager of the Hartford Fire; Frank 
Hatfield, assistant secretary of the Phoe- 
nix Insurance; J. Collins Lee, secretary 
of the Hartford Accident & Indemnity, 
and others. 

Growth of Business 

In 1921, Knox, Lent & Stevens had six 
hundred square feet. Two years later 
the firm was compelled to seek larger 
quarters. The move just made gives the 
firm twenty-seven hundred square feet. 

The agency issued 1,500 policies a 
month during 1925, and expects to issue 
20,000 policies during 1926. 

The departments of the agency are in 
the hands of specialists. Allan C. Stev- 
ens, president of the firm, will continue 
to have general supervision of the work 
and to specialize in fire insurance. 
George K. Knox, vice president, will con- 
tinue to head the production department 
and specialize in automobile insurance. 
Murry M. Lent, secretary-treasurer, will 
continue to have charge of all casualty 
insurance. Other specialists of the firm 
include George A. Van Kleeck, assistant 
secretary; Henry E. Holdridge, comp- 
troller, and William Goetchell, of the 
Hartford Accident & Indemnity Com- 
pany. The company now has fifteen em- 
ployes and represents thirty-three com- 
panies. 





HARTFORD BOARD MEETS 

At the sixty-third annual meeting last 
week in Hartford, Conn., of the Hartford 
Board of Fire Underwriters G. Burgess 
Fisher was re-elected president. J. 
Watson Beach, of Beach, Forman & Co., 
continues as vice-president. Several 
amendments to the constitution of the 
association were adopted. 





EDMUND R. LETTERMAN DIES 


Edmund R. Letterman, surviving 
partner of the old local agency firm in 
Chicago of Letterman & Chamberlain, 
died last Thursday at his home in Oak 
Park, Ill. He had been in the local 
agency business in Chicago for forty- 
four years. 
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A Woman Re-insurance 
Manager 


One of the most capable women in the 
fire insurance business is Margaret A. 
Moloney, who has the distinction of being 
manager of the reinsurance department of 
the Eagle, Star & British Dominions, the 
Urbaine and the Generale. She has been 
in the insurance business thirteen years. 
She aot her first remsurance experience 
with the Rossia and was with that com- 
pany in Hartford for a year. 

Miss Moloney is a graduate of a New 
York high school and followed that with 
a term at a business college. Recently, she 
entered an essay on reinsurance m the 
contest under the auspices of the Insurance 
Society of New York, the prize being 
offered by A. Rendtorff of the Sterling 
Offices, Ltd. In this contest Miss Moloney 
won honorable mention. Some extracts 
from the essay follow: 

There are many companies which, al- 
though apparently founded to do direct 
business, exist almost entirely by Re- 
insurance treaties from other companies. 
Many newly established insurance com- 
panies seek to build up their premium 
income as early as possible to a sub 
stantial figure by accepting reinsurance 
treaties. They thus obtain a good deal 
of business: and are often able to make 
a profit from it without the expenses 
entailed by the organization of branches 
and the employment of numerous high- 
ly trained officials. The handling of 
business by way of reinsurance treaties 
requires a much smaller staff of well 
trained clerks, as there is no_ policy 
writing, no claim adjusting, but a re- 
insurer has to pay a direct company a 


larger commission than a direct com- 
pany allows its agents. 
Quota Share and Surplus Excess 


There are two different kinds of trea- 
ties, known as quota share and surplus 
excess. This surplus excess treaty may 
be a first surplus or a second surplus 
treaty. 

To describe briefly, a quota share 
treaty is one under which the ceding 
company is bound to cede a proportion 
of every risk which it accepts, that 1s, 
it cannot decide to keep the whole of 
one risk or to reinsure a half or a quarter 
of another, every policy big or small, 
hazardous or non-hazardous, must be 
reinsured in certain fixed proportions as 
laid down by the treaty. Quota share 
treaties are rare in fire insurance and 
would only be offered by a new com- 
pany with little or no previous experience 
to show, and which would perhaps only 
obtain the reinsurance cover it required 
by offering its treaties on the most at- 
tractive terms. In a quota treaty the 
experience of the ceding company must 
be identical with that of the reinsurer, 
as each will be interested in all the risks. 
A quota treaty would never be offered 
by a company of good standing in the 
fire insurance world. 

The first surplus excess treaty is the 
form in common use as it is best adapted 
to our needs and it provides for the 
reinsurance for the surplus portion of 
the risk beyond the amount of the re- 
tention of the ceding company. Under a 
first surplus treaty the ceding company 
does not have to give off a share of 
every risk. It first fixes its own reten- 
tion. In this matter, it has absolute 
freedom, the balance of the amount in- 
sured forming the surplus. This surplus 
must be divided proportionately between 
the holders of the first surplus treaty. 


Participation 


The participation of the reinsurer in 
a reinsurance treaty is generally limited 
to a certain amount for any one risk. 
This is a protection which any rein- 
surer must have in order to protect him- 
self against heavy losses. Some treaties 
agree on one limit only for all classes of 
risks, but usually there is a scale of 
limits specifying different limits for dif- 


ferent classes of risks. These limits are 
classified according to the nature of the 
risk. It is not advisable for the reinsurer 

“to secept limits higher than those re- 
tained by the ceding company. The most 
favorable position is when the limits 
are equal. The treaty companies must 
be put on first in preference to any other 
reinsurers. Here you see the meaning 
of the term first surplus. 


MARGARET MOLONEY 


The second surplus treaty, as its name 
implies, is one which onerates after the 


first surplus. It sometimes happens that 
a ceding company issues a policy for 
so large an amount that after the proper 
amounts have been given to the first 
surplus treaty and the total amount is 
not exhausted, it is in such a case as 
this that a second surplus treaty oper- 
ates. In fact, there could be a third 
surplus treaty. It is very seldom that 
a company will have a third surplus 
treaty, even a second surplus treaty is 
rarely used. Any amount not absorbed 
under a first surplus treaty is reinsured 
on a facultative basis. 


NEWARK SCHOOL SUCCESSFUL 
The new Newark Insurance School 
opened a few weeks ago under the guid- 
ance of the New Jersey Insurance So- 
ciety has an enrollment of over eighty- 
five students from the fire insurance 
offices of Newark. Classes meet every 
Friday afternoon in the American In- 
surance Company building. The present 
course is being devoted to fire insurance, 
while in September, 1926,.a casualty 
course will be launched. 


PLAN COMPULSORY AUTO COVER 


A bill providing for the appointment 
of a commission to consider the feas- 
ibility of compulsory automobile insur- 
ance and to submit a report on the plan 
in 1928 has been introduced in the 
Virginia legislature. The idea is for the 
state to charge each owner of an auto- 
mobile $10 to defray the cost of the in- 
surance, the money to be paid when 
licenses are issued each year. 





U. & O. NOT TAX EXEMPT 


Tax Board Says Proceeds From Such 
Policies Are Substitutes For Net 
Profits 
Proceeds) from use-and-occupancy in- 
surance are not exempt from tax as gross 
income, the United States Board of Tax 
Appeals has held, but are in substitution 
for the net earnings against the loss of 

which the policyholder is insured. 

Recent court decisions holding life 
policies exempt from tax are not to be 
construed as affecting similarly other in- 
surance, it was pointed out. Use-and- 
occupancy insurance proceeds would not 
be subject to the same consideration as 
those applicable to life insurance, the board 
stated. ‘The insurance 1s expressly stated 
in the policy to be against the loss of net 
profits on business prevented; such profits, 
had they not been lost, would have been 
gross income, and there is no reason 
why an amount received in substitution for 
net profits should be any more excluded 
from tax than if received directly in the 
conduct of the business. 


NEW ZEALAND QUITS EAST 


American Eagle Reinsures Outstanding 
Fire Business; Marine and Coast 
Depts. to Remain 
Prospects for a continuance of the New 
Zealand’s operations in the East, West and 
South, and maintenance of a department 
office in New York are, in view of the 
generally unsatisfactory conditions in the 
respective divisions, not attractive, and 
the closing of the New York branch has 
been decided upon. Continuously rising 
acquisition cost and operation expense are 
the outstanding features by reason of which 
the New Zealand has found the results 
of six years’ efforts in this field anything 

but attractive. 

As of January 1 all liability under out- 
standing policies, other than marine, of 
the New Zealand, in the states under the 
jurisdiction of the Eastern department, 
excluding reinsurance treaty business, has 
been assumed by the American Eagle. 

The New Zealand’s marine insurance 
department in New York, and the United 
States branch office in San Francisco, 
which have been in successful operation 
since 1875, with jurisdiction over the oper- 
ations in the Pacific and Mountain States 
will continue as of old, and the financial 
exhibit of the company’s United States 
branch will not suffer by the change. 


FIRE COMPANIES WIN 

A decision of the United States Cir- 
cuit Court of Appeals at Richmond, Va., 
found for two defendant companies and 
affirmed the judgment of the lower court 
denying recovery on policies issued by 
the Star of America and the Union of 
Paris, on merchandise of J. Orenstein, a 
dry goods jobber of Columbia, S. C. The 
cqmpanies had withheld payment on the 
ground that the stock was overinsured 
and the hazard increased after the is- 
suance of the policies. Investigation 
after the fire disclosed that merchandise 
which escaped the flames was saturated 
with oil. 


IN RATE SCHEDULE DEPT. 

Frank A. Fountain has been placed in 
charge of the rate schedule department of 
the New York City office of the Travelers 
Fire. He has had several years of ex- 
perience in this line of work and is thor- 
oughly capable of handling rate-checking 
problems. 
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William E. Allis of 
. Syracuse Is Dead 


AN AGENT AND PUBLIC OFFICIAL 





Partner of F. V. Bruns and of W. H. 
A. Munns; Once Special Agent of 
Northern Assurance Co. 





William Estabrook Allis, well-known 
insurance agent of Syracuse, and com- 
missioner of public safety in that city, 
died no January 14 after an illness of a 
few days and following an operation. 
He had been commissioner of public 
safety only for a fortnight. Public of- 
ficials and many insurance men attended 

» funeral. . 
os Allis was a son of Augustus G. 
S. Allis, a prominent attorney of Syra- 
cuse, and at one time a member of the 
New York state assembly. His mother, 
Harriet Newell (Little) Allis, was a na- 
tive of Joliet, Ill. ; 

He was born in Syracuse in 1884. He 
studied in the public schools here, grad- 
uating from the Syracuse high school in 
1902. He studied at the Lewis institute, 
Chicago, for one year, after which he 
took up his higher studies at Syracuse 
university, and was graduated in 1906 
with a bachelor of philosophy degree. 

Following graduation Mr. Allis’ first 
activity was in the construction depart- 
ment of the Oneida railways. In 1911 
he became connected with the Under- 
writers’ association of New York state, 
as fire prevention engineer, a position 
which he occupied for about six years. 
Mr. Allis married Miss Gladys Rich- 
ardson Erskine, daughter of George E. 
and Anna Cunningham Erskine, at 
Mount Vernon, March 30, 1912. 

In 1917 Mr. Allis became a special 
agent of the Northern Assurance and 
was with the company about two years. 
In 1919 he formed an association with 
Frederick V. Bruns, under the firm 
name of Bruns & Allis, Inc. The firm 
took up the handling of general insur- 
ance. More than a year ago William H. 
A. Munns was added to the firm, the 
name being changed to Bruns, Allis & 


Munns. He was a_ brother-in-law of 
Douglas Erskine, General Agent , of 
Northern; and of Kenneth Erskine, 


Boston manager of L. & L. & G. 





HOW LONDON FOUGHT FIRES 





Fire Brigade Grew Out of Fire Fighting 
Organizations Maintained by 
Insurance Companies 


The London Fire Brigade celebrated 
on January 1 the sixtieth year of its 
existence. For 33 years before the 
brigade was established, the duty of pro- 
tecting London from fire was discharged 
by a joint organization of the leading 
fire insurance offices, called the London 
Fire Engine Establishment. This body, 
founded January 1, 1833, was first main- 
tained by only ten of the companies. 
Later the work of the Establishment 
was supplanted by another voluntary 
organization, known as the Society for 
the Protection of Life from Fire, which 
at a cost of approximately $35,000 a 
year maintained fire escapes. In 1836, 
this body was absorbed by the Estab- 
lishment, and when at the end of 1865 
it was taken over by the London Fire 
Brigade, the number of supporting fire 
insurance offices had increased to 28. 

he annual expense then was over $125,- 
000, with 20 stations served by 127 fire- 
men. 

During the eighteenth century the 
churchwardens and overseers of every 
Parish were required, by am Act of Par- 
liament passed in 1707, to kéep one large 
engine, one hand-engine, and one leather 
Pipe for dealing with fires within their 
boundaries. These appliances had to be 
supplemented, by order of an Act passed 
in 1774, by three or more ladders for 
assisting persons to escape from houses 
on fire. At the same time, a few of the 
ire insurance offices had firemen in their 
Separate services. 


Attention was directed by a disastrous 


fire in 1861 to the necessity for pro- 
viding a larger and more efficient organ- 
ization than the Establishment afforded, 
and for putting it under public control. 
Not until 1865, however, after pro- 
tracted negotiations between the Gov- 
ernment, the Metropolitan Board of 
Works, and the insurance companies, 
was the Metropolitan Fire Brigade Act 
passed, which placed on the Board the 
duty of protecting life and property from 
fire. The Board then took over the sta- 
tions, equipment, and staff of the Estab- 
lishment and formed the Fire Brigade. 
In 1889 the Brigade passed under the 
control of the newly-constituted London 
County Council. 

_ The Brigade now consists of 62 sta- 
tions and a headquarters. It has a 
strength of about 1,931 men. Most of 
the recruits are seamen and are drawn 
either from the Royal Navy or the 
merchant service. The cost of the brig- 
ade is about £749,000 ($3,745,000) a year. 





CHICAGO BOARD ELECTS 
James L. Naghten was again elected 
president of the Chicago Board of 
Underwriters at the annual meeting last 
week, F. X. Clodt was elected treasurer 
succeeding Alexander Smullan, who re- 
tired after having served three years. 


BROKERS ELECT OFFICERS 





Herman A. Bayern Heads New Asso- 
ciation Formed to Improve Stand- 
ards of Insurance Business 


The newly formed General Brokers 
Association of Metropolitan Distirct, 
Inc., New York City, held its first an- 
nual meeting last week and elected the 
following as officers; Herman A. Bay- 


ern, president; Maurice A. Denzer, first 
vice-president; William L. Hookes, 
second vice-president; Thomas W. 
Meacham, third vice-president; Jack L. 
Hirsh, fourth vice-president; George 
Doonelef, fifth vice-president; Arthur 
Arnow, secretary; Weston Roberts, as- 
sistant secretary, and Joseph Gladstone, 
treasurer, 

The executive committee will consist 
of the officers and the additional mem- 
bers: Robert Kelleher, Ramson 
Shipway, Harry Broadman, Sigmund 
Lippstadt, J. Margolies, Gus Gottlieb 
and A. Prussof. 

A special grievance committee was 
formed with the following as members: 
Jack L. Hirsh, chairman, Robert Kelle- 
her, William L.. Hookes, Sigmund Lipp- 


stadt, Abraham Engelmann, Maurice 
Denzer, Thomas W. Meacham, ‘T. 
Franklin Hogan and Arthur Arnow. 


The purpose of the grievance commit- 
tee will be to investigate reports of vio- 
lations of any of the insurance laws of 
the state or of any of the exchange or 
rating bodies and reports of ill treat- 
ment to brokers by public official, com- 
pany agent or other broker. 





BROKERS’ DINNER 


The fourteenth annual dinner of the 
Brooklyn Insurance Brokers Association 
will be held in the Grand Ballroom of 
the Hotel St. George on Tuesday eve- 
ning, January 26th. The _ president, 
Harry E. Francis, appointed the follow- 
ing committee: C. H. Bainbridge, Chair- 
man; Arthur S. Barker, John J. Canning, 
Stanley, J. Corsa, John Egan, Albert L. 
Carr, Thomas Clark, Herbert McCooey, 
A. C. Hegeman, Peter A. Locke, Frank 
W. Eckels, Victor A. Gauthier, John 
Beilman, John E. Watson and Austin 
Titus, which will have the dinner in 
charge. 





NEWARK SOCIETY SMOKER 


The Newark Insurance and Banking 
Athletic League is planning a smoker 
to be held soon. Because of the highly 
successful affair last year the program 
will probably contain bicycle races, box- 
ing bouts and professional theatrical 
talent. 





NEW YCRK 





“Much Insurance Sold 
after Explosion” 


A typical head line from an Insurance Magazine 


Unless Trouble actually knocks on the front door most 
people ignore him. A windstorm in one town won’t sell 
much insurance in villages two counties away. Robberies 
must be staged next door to convince some people that 
burglary insurance is really worth the small cost. 


And yet, where do you, the agent, stand? Let calamity 
come to one of your clients unprotected by insurance and 
you will be blamed even though he was a Wooden Indian 
to your salesmanship before. 


Our only advice is to padlock as many stables as you 
can before the horse thieves come and don’t neglect to 
warn your clients as to what constitutes sufficient 


coverage. The Continental can supply the padlocks and 
strong ones at that. 
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Say Fox Breeders 
Demand Insurance 


MICHIGAN APPEAL FOR COVER 





State Has Many Fox Farms; Demand 
Also For Burglary Insurance on 
Foxes 





Officials of the Michigan insurance de- 
partment are wondering why some of 
the large eastern stock companies which 
write variegated lines, including live 
stock coverage, do not take a flyer at a 


new type of “live stock business,” name- 


ly, that presented by the fox-breeding 
industry. Michigan is literally dotted 
with fox farms at the present time and 
this state is fast assuming supremacy in 
this unique fur industry which is using 
considerable of the surplus 
Michigan agriculturists. 

Any number of inquiries have been re- 
ceived by the state insurance department 
from fox farm operators who wanted to 
know where they could place their busi- 
ness. At first, the department referred 
them to a large eastern company which 
has been known to take live stock cover- 
age pretty generally. It has been re- 
ported to the department, however, 
more recently, that this company is re- 
fusing the fox business and that all 
such business being written in this state 
at the present time is now going to Lon- 
don Lloyds. Under the state insurance 
law, it is possible for London Lloyds to 
assume all lines which regularly author- 
ized companies refuse. 

Burglary insurance in this same line 
may soon develop to quite respectable 
proportions, it is also pointed out. A re- 
cent fox farm robbery near Saginaw 
netted the thieves more than $50,000, it 
was reported, although only less than a 
score of the valuable animals were taken. 
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NORTH ON COLLECTION EVIL 
National Association Leader Talks to 
Bridgeport Agents on Early 
Payment of Premiums 
Donald G. North, of New Haven, 
former president of the Connecticut As 
sociation of Insurance Agents and now 
a member of the executive committee of 
the National Association, spoke Wednes- 
“day night before the annual meeting of 
the Bridgeport, Conn., association on 
the work of the national body. One of 
the leading topics in his talk dealt with 
the collection of premiums by agents. 

With regard to this Mr. North said: 

“There is, however, one important sub- 
ject which [ should like to consider. It 
ieals with the payment of premiums. You 
were undoubtedly interested when you 
read in the insurance publications a 
short account of a conference held by 
committees of the National Association 
and the National Board. Among the sub 
jects discussed at that conference was 
the remittance of agents’ balances with 
in forty-five days. 

“The collection evil presents a problem 
but not one which cannot be solved. The 
experience of local boards in many places 
throughout the country demonstrates the 
truth of this statement. Prompt collec- 
tion of premiums would enable an agent 
to pay his companies promptly, would 
relieve him of the needless expense of 
borrowing money from the bank and 
paying interest on it in order to pay his 
companies. Some agents might complain 
that to pay premiums forty-five days 
after the first of the month following 
the date of the policy would be a hard- 
ship. I do not believe, in fact I am sure 
it would not be a hardship. There are 
some men who will always object to a 
practice such as this. If agents would 
make it a rule in their agencies and 
endeavor to live up to it, they would not 
only be helping the companies by remit- 
ting their balances promptly, but would 
also be helping to overcome many evils 
in their own business.” 


CURTIS C. WAYLAND DIES 
Manager of City Department in New 
York for Two Companies Suc- 
cumbs to Heart Attack 
Curtis C. Wayland, manager of the 
New York City department of the New 
York Underwriters and of the Atlas As- 
surance, died Tuesday morning at his 
home in Brooklyn. His death was caused 
by a heart attack following a cold he 
had had only a couple of days. He is 
survived by his widow, a son and a 

daughter. 

Mr. Wayland was born in 1862 and at 
eighteen years of age joined the local 
department of the Commercial Union. 
Several years later he opened an agency 
in Brooklyn, representing the Commercial 
Union and the Hartford Fire. In 1900 
the New York Underwriters Agency 
appointed him manager of its city de- 
partment and six years later the Atlas 
oppointed him to the same position. 


GETS MASSACHUSETTS F. & M. 

The Massachusetts Fire & Marine has 
appointed Michael Wohn as its general 
agent for New York City writing fire 
lines for it throughout the exchange ter- 
ritory. The appointment is 
February 1. Mr. Wohn has been branch 
manager for the American Alliance, an- 
other of the Great American group, for 
the last twenty-five years. 


BRIDSON JOINS AMERICAN 


Percival Bridson has been appointed 
associate special agent of the American 
of Newark, effective Monday, and will 
assist Frank N. Smith in the New York 
suburban territory. Mr. Bridson has 
had twelve years’ experience in both 
home office and field work, gaining his 
early training with the Fidelity-Phenix. 
He will have his office with the C. H. 
Bainbridge Corporation of Brooklyn, 
agents in that borough for the Amer- 
ican. 
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Sees More Expense and Possible Larger 
Premium Charges in New Insur- 
ance Code 
Fears that enactment of the proposed 
insurance code for the District of Co- 
lumbia would result in larger expenses 
and might eventually add to premium 
charges were expressed at a hearing be- 
fore the Senate subcommittee a few 
days ago by J. H. Doyle, of the National 

Board’s counsel. 


‘ = Bal — ae 
Edwin Parrish Vice-President 
of Niagara on Pacific Coast 
Kdwin Parrish, manager of the Pacific 
Coast department of the Niagara Fire, 
has been elected a vice-president of the 
company. Mr. Parrish will continue as 
manager at San Francisco in addition to 
his executive duties. He has been with 
the company twenty-five years and was 
at one time president of the Pacific 
Board of Underwriters. 





WILL NOT DISMISS APPEAL 

The Appellate Division of the New 
York Supreme Court has denied the 
motion of Superintendent of Insurance 
James A. Beha that the appeal of the 


Second Russian from the liquidation 
order be dismissed on _ constitutional 
grounds. These decisions bring the 


status of the Second Russian case back 
to where it was on May 22 last. 





Cc. P. BANGHART A SPECIAL 

Charles P. Banghart has been ap- 
pointed special agent of the [Employers 
Fire of Boston for New York and 
Pennsylvania, effective February 1. He 
was born in New York City in 1892 and 
was with the Hamburg-Bremen and 
Scottish Union & National before go- 
ing with the Royal Exchange in 1919 as 
superintendent of the brokerage de- 
partment. He is now resigning that po- 
sition to go with the Employers Fire. 
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Sees Danger in Time 
Payment Expansion 


TALK OF CLEVELAND BANKER 
One of Principal Addresses at Seventy- 
Fifth Annual Meeting of Ohio 
Farmers 





One of the most interesting talks made 
this week at the 75th annual meeting of 
the Ohio Farmers at LeRoy, O., was the 
address of Col. Leonard P. Ayres, presi- 
dent of the Cleveland Trust Company. 

Col. Ayres gave an interesting review 
of automobile partial payment plans. He 
said this “budget plan buying” has been 
enormously extended. Up to the present 
time the finance companies have been 
very successful, but the whole thing is 
now taking on new aspects. The widest 
range of credit is on the Pacific Coast, 
but expansion throughout the country 
is taking place. 

Warns of Dangers 

“There are dangers,” said Col. Ayres. 
“Many thousands of people mortgage 
their future incomes for present satisfac- 
tion. There are other dangers. What will 
happen when there comes a time when 
employment is less general, wages low 
and there are time payment defaults? 
Personally, I doubt if that is where 
these new selling methods are first go- 
ing to run into difficulties. My impres- 
sion is that troubles will come from the 
top instead of from the bottom. 

“The administration of partial payment 
financing is a specialized sort of a busi- 
ness, requiring the qualities of the ex- 
perienced and perhaps the hard-boiled 
commercial banker. Most of these new 
companies that have recently sprung 
into existence are not being managed 
by men of that type; they are organized 
by men who are essentially salesmen 
and promoters. They are successful 
when times are prosperous, wages are 
high, and business is still on the up 
curve. They are prosperous while the 
payments that are being made are the 
first payments in the series. I question 
whether they can continue to be suc- 
cessful when they come along toward the 
final payments,—those that are hard to 
collect,—and I question whether it will 
be possible for the finance companies 
themselves very much longer to borrow 
from the banks funds on terms as easy 
as those that are now effective.” 


AGENT’S NOVEL ARRANGEMENT 


A. novel arrangement between a local 
agent and an automobile dealer is re- 
ported as being under construction at 
Augusta, Ga. The dealer, which handles 
one of the popular makes of automobiles, 
is organizing a finance corporation and 
desires to be made the agent of an in- 
surance company writing automobile in- 
surance in order to have protection on 
the cars he finances. The local agent 
who is losing the business which the 
auto dealer formerly gave him is re- 
ported to have made an agreement with 
the dealer whereby he, the agent, will 
handle the adjustments of the auto pol- 
ities and tend to other details which 
need expert attention, and in return for 
those services the dealer will hand over 
to the agent all the personal insurance 
of the members of his firm. So that 
while the agent loses the commissions 
on the automobile insurance he gains by 
securing other forms of insurance which 
he formerly did not have. 


ASSOCIATION TO RESEARCH 


Members of ‘the Lansing, Mich., Fire 
and Casualty Underwriters Association, 
in organization made up of local stock 
company agents, are to participate in a 
school of instruction which has been 
commenced at the weekly meetings. The 
plan, worked out by a special program 
committee made up of Ralph Goodell, 
chairman, Carl Trager, and Earl Hough, 
's that certain specialized phases of in- 
surance be made the subject of special 
research work by designated members 
who will then report on their findings to 
the entire ‘membership. 
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HEADS SPECIAL RISK BODY 
F. C. Moore, Assistant Secretary of 
Hartford Fire, Succeeds C. W. Pierce; 
Work Is Successful 

F. C. Moore, assistant secretary of the 
Hartford Fire, was elected chairman of 
the Conference of Special Risk Under- 
writers at the annual meeting held Janu- 
ary 13 in New York City. He succeeds 
C. W. Pierce, vice-president of the 
American Fore Companies. George M. 
Von der Lieth, of the Phoenix of Lon- 
don, was elected secretary succeeding 
W. B. Burchell of the Commercial 
Union. 

This organization was formed to pro- 
vide a clearing house for information on 
sprinklered risks and other special haz- 
ards and has proved a valuable addition 
to the channels for knowledge already 
in existence. Membership is confined to 
company executives and managers of 
special risks or engineering departments 
and at present forty-three companies are 
represented in the Conference. C. W. 





Pierce, who has been president, was one 
of those most interested in organizing 
the Conference as at present constt- 
tuted. Several difficult problems have 
been solved within the last year, prob- 
lems which would probably have defied 
solution if tackled individually without 
the co-operative assistance of the Con- 
ference. 





OPEN ADJUSTER’S OFFICE 


John H. Harrison, of Louisville, Ky., 
who has been handling loss adjustments 
in Kentucky for the America Fore group 
of companies since leaving the Under- 
writers’ Adjustment Company as man- 
ager at. Louisville, has opened an in- 
dependent adjustment office, where he 
will handle fire and automobile loss ad- 
justments for the companies. 





SPECIAL AT RICHMOND 
H. N. Talliaferro has been appointed 
special agent for the National Ben 
Franklin and the Superior, with head- 
quarters at Richmond, Va. 
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Special Points Out 
Errors of Locals 


ASKS IF CARELESSNESS PAYS 


—_-_-_— 


_Easier to Follow Routine Accurately 


In First Place Than Pay 
Penalty in End 





Errors of local agents, easily avoid- 
able but troublemakers, furnish the sub- 
ject of an article in the publication of 
the American Insurance Co. of Newark 
under the head of “Do Errors Pay?” 
The writer is John J. Hanlon, a special 
agent in Pennsylvania. He begins: 

“First, let us segregate a few of the 
more common errors. In one instance 
it develops that the agent, or some em- 
ploye, has taken too much for granted 
in quoting a rate and has overlooked 
the fact that a dwelling house, ordinarily 
subject to a flat rate, has been specific- 
ally rated because of the location of a 
public garage nearby. Going farther, we 
find that a new rule has been published 
and made effective during the year, but 
the agent, or someone in his office, has 
overlooked this fact and has renewed a 
policy under a form which contains a 
privilege, a clause, or a warranty which 
is no longer permissible. Again, in the 
rush of business, someone has noted an 
incorrect grade of commission on a daily 
report or account current, or has footed 
a column incorrectly, or has figured a re- 
turn premium pro rata instead of at 
short rates, or has omitted to include in 
any account current the additional pre- 
mium on the Smith policy brought about 
when Smith moved his furniture from 
a dwelling into a public warehouse, and 
so on ad infinitum. Almost without ex- 
ception, sooner or later, the errors are 
discovered, a ‘violation’ notice is received 
from the district secretary, the Home 
Office sends out a letter or the special 
agent comes in and says, ‘Say, Bill, turn 
up the daily report of that Smith policy, 
will you?’ In any event, there is delay 
and sometimes trouble. Mr. Agent swears 
a little, and goes to see Tones, his as- 
sured. He says, ‘I’m sorry, John, but 
my office made a mistake in the rate of 
your house (or store) and I'll have to 
bill you for $4.00 extra premium.’ Jones 
may be patient and reasonable, per- 
meated with brotherly love and all that 
sort of thing, or he may be cursed with 
a poor digestion, a nagging wife, a way- 
ward son, a heavy mortgage, a note at 
the bank or just an ingrowing disposi- 
tion. In any event, the best the agent 
can hope for is an embarrassing inter- 
view and the worst is a first class bawl- 
ing out, either with or without the loss 
of a good customer. If Jones lets him 
down easily, he still has to prepare en- 
dorsements, or cancel and rewrite, with 
all of the side issues, such as loss of 
time which might have been profitably 
employed, additional overhead, postage, 
nervous strain. and possibly a_ verbal 
battle with the best stenographer in three 
counties if he tries to pass the buck. 
Does it pay? 

“Again. the Home Office writes, ‘Dear 
Agent. We do not find that you have 
included the additional premium of 
$10.40 under policy 23456 in any account 
current. This additional premium is 
shown in transfer endorsement dated 
Feb. 24th. Please verify and if we are 
correct. include in your next account.’ 
Agent looks it up. perhaps finds that he 
neglected to bill the item, sends out the 
bill, adds it to his next account and 
makes the necessary entries in his 
ledger.” 





MEMBER OF LEADING AGENCY 


Moulton Green, for six years connected 
with the prominent Kansas City local 
agency of R. B. Jones & Sons. has been 
made a member of the firm. He is thirty- 
two years of age and has made a reputa- 
tion as an excellent salesman of insurance. 
Cliff C. Jones, president of the National 
Association of Insurance Agents, is also 
a member of the same agency. 
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Pool Principle Associations 


In his interesting comments delivered 
in England about American insurance 
conditions, some of which were repro- 
duced in THe EasteRN UNDERWRITER 
last week, J. D. Simpson, assistant sec- 
retary of the Liverpool & London & 
Globe, discusses those specialized organ- 
izations in the American insurance busi- 
ness known as the Railroad Insurance 
Association, Underwriters’ Grain Asso- 
ciation, Oil Insurance Association, Cot- 
ton Insurance Association, Factory In- 
surance Association, Western Factory 
Insurance Association, Underwriters 
Service Bureau. His comments follow: 

“These Associations or ‘Pools’ are 
somewhat on the lines of the British 
Coal (W. C. A.) Pool and Aviation Pool, 
or, during war time, the Oil Pool on 
the fire side. They are composed of 
companies underwriting risks in certain 
classes on the pooling principle and are 
not to be confused with underwriters’ 
associations for tariff rating, of which 
more anon. 


How Associations Operate 


“A group of insurance companies ap- 
points a manager for a certain class of 
risk, such as grain or oil or cotton. 
All the agents of these companies and 
brokers are referred to this manager 
when business of the particular class is 
being offered. The association manager 
deals direct with the rates, writes policies, 
collects premiums, pays losses, appor- 
tions the results between the members’ 
companies, and sometimes underwrites 
the members’ own share of the risks. 

“An agent of company A, or a broker 
gets, says, a railroad risk, for which 
the policy of company / A is desired. He 


VENDOR POLICY DECISION 


A contract for the sale of land, part 
of the purchase price being paid and 
possession taken, vests in the vendee an 
equitable title in fee. The legal title in 
fee is retained by the vendor as secur- 
ity, and upon payment he holds it in 
trust for the vendee. A policy of insur- 
ance issued to the vendor with a con- 
dition of forfeiture in the event that 
the property is sold without the assent 
of the insurer is held in the Minnesota 
case of Mark v. Liverpool & L. & Globe 
Ins. Co. 198 N. W. 1003, not to be for 
feited by his subsequently making such 
a contract. 

The decisions on what amounts to a 
sale within the forfeiture provision of 
an insurance policy forbidding property 
to be sold or conveyed without the con- 
sent of the insurer, are gathered in the 
annotation appended to this case in 38 
A.L.R. 310. 











DISCUSSES REINSURANCE 


The rapid developments of reinsur- 
ance business in England, and the im- 
portant part played by the reinsuring 
offices has caused the Journal of Com- 
merce, Liverpool, to issue a brief resume 
of the principal companies confining 
themselves to this class of business. It 
briefly touches upon the doings of the 
Consolidated, City Fire, European Gen- 
eral. London Associated, Mercantile 
and General, the Reinsurance Corpora- 
tion, Tariff Reinsurances, Victory, and 
Treaty Reinsurance Companies. 





$2,000,000 BUILDING FOR N. Y. U. 


For the expanding needs of its School 
of Commerce, Accounts and Finance, New 
York University has acquired an addi- 
tional site on the block front on Wooster 
Street from Third to Fourth streets, and 
will build on it a structure which with the 
cost of the land will come to about 
$2,000,000. More than 7,000 students are 
registered in the School this year, which 
includes the life insurance training course, 
given under the direction of Dr. Griffin M. 
Lovelace. 


goes to the Railroad Association man- 
ager, who writes that company’s policy, 
but the risk is pooled by all company 
members of the association, each taking 
its agreed percentage. There are ad- 
vantages in this co-operative action in 
certain classes of risks. For example, 
risks for which the inspection costs due 
to the great distances to be covered, 
borne individually, might be burdensome, 
are made to yield a net profit through the 
reduction of expenses or of losses, or 
both, and the liability of individual com- 
panies is more uniformly distributed over 
the class. 

“A form of competition for large 
manufacturing risks, particularly in the 
New England and Northern and Mid- 
Western States, which is acute, is from 
‘mutual’ companies. To combat the in- 
roads of these mutuals—and some of 
the New England senior mutuals are 
very old and strong on sprinklered risks, 
there is in the East the Factory In- 
surance Association, and at Chicago for 
the Mid-West the Western Factory As- 
sociation, ‘and also the Underwriters’ 
Service Association. These associations 
furnish excellent engineering service to 
insured, and their surveys are splendid. 
After the manner of boiler insurance 
companies, the inspection expense ratio 
is high, but compensation is found in 
the reduced loss ratio, and even keenly 
cut rates are made to yield a margin of 
profit. They differ from the Appliances 
Department of the F. O. C. in Man- 
chester in so far that they actually in- 
spect the risks, and do not act exclusive- 
ly as a technical bureau. The technical 
side is carried on by the Underwriters’ 
Laboratories, which are more fully re- 
ferred to later.” 





‘FEATURING HOME PROTECTION 


National advertisements of the Aetna 
and Affiliated Companies during January 
and February are featuring three forms 
of protection centering about the home, 
surety bonds for home builders, com- 
bination residence, and burglary insur- 
ance. Notices have also been sent to 
agents in all parts of the country sug- 
gesting the advantage of advertising 
these lines simultaneosuly in their local 
newspapers and through other mediums, 
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ADVICE TO AGENTS 





Ohio Farmers Preaches Necessity of 
Concurrency in Polices to Protect 
Assured 


The Ohio Farmers gives the following 
advice to its agents: 

Is a fire insurance policy more im- 
portant to you, the agent who writes 
it, or to your client who pays for it 
and receives the protection it offers? 

Of course, it is more important to the 
insured, To him it means the difference 
between bankruptcy and safety, between 
ruin and a continuance of business 
health. 

Therefore, 
you write 
client. See 


see to it that the policies 
suit the conditions of your 

to it that the policies, if 
there are two or more covering the 
same property, are concurrent. See to 
it that the amounts are correct, neither 
too high nor too low. 

Finally, see to it that your insured 
understands what protection his policy 
gives him and what duties he has un- 
der the contract. 


PEOPLES NATIONAL AGENTS 


Charles R. Railey & Co. of New Or- 
leans, have been appointed general 
agents for the Peoples National Fire 
with supervision over the entire State 
of Louisiana. Railey & Co. was organ- 
ized some months ago and is composed 
of Charles R. Railey, J. H. Bodenheimer 
and H. Bodenheimer. 
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[MARINE & AUTOMOBILE DEPARTMENT 


Some Typical Losses 

on Tourist Baggage 
TAKEN OUT OF LOSS FILES 
Range From $3.22 Up to $4,000; 


Suitcase Falls Off a 
Taxicab 





The variety of tourist baggage losses 
can be seen by following samples of 
typical cases taken from the loss files 
of the Boston and Old Colony: 

In a fire at the Del Monte Hotel, Del 
Monte, California, assured lost a type- 
writer, two handbags and a dress. The 
dress wos burned but the bags were 
stolen during the fire. Paid $225.50. 

Assured’s straw hat lost and his suit 
damaged when steamship “Boston” col- 
lided with the “Swift Arrow” off Point 
Judith. Paid $31. 

Laundry of assured destroyed when 
steam laundry burned. Paid $3.22 

While driving from the Pennsylvania 
to the Grand Central Station, New York, 
assured’s suitcase fell off taxicab and 
was run over, damaging the contents. 
Paid $35. 

Dresses of assured damaged by smoke 
at the Plaza Hotel, Miami, Florida. Paid 
$150. 

While staying at the Corona Apart- 
ments, Miami Beach, Florida, jewelry 
and clothing stolen from assured. Paid 
$4,000. 

Assured’s handbag stolen either while 
traveling from St. Augustine to Jackson- 
ville, Florida, or in the hotel at Jack- 
sonville. Paid $30. 

Panama hat of assured lost when hat 
cleaning establishment was destroyed by 
fire. Paid $10. 

Handbag in care of porter disappeared 
in transit between Oakland and San 
Francisco, California. It was later re- 
turned but two boxes of cigars were 
missing. Paid $25. 

While motoring, car caught fire and 
coat of assured was burned. Paid $26. 

Assured’s fur scarf snatched from her 
while riding in taxicab in Paris. Paid 


Loss of golf clubs burnt in cleaning 
ship. Paid $13. 

Personal effects of assured lost when 
fire destroyed the Breaker Hotel, Palm 
Beach, Florida. Paid $4,000. 

Assured’s stolen .dfiklemfwypcmfwyp 

Assured’s binoculars stolen while on 
board steamer. Paid $26.40. 

Trunk shipped from Cannes to Cher- 
bourg, France, arrived broken. Scarf 
sis a pair of shoes were missing. Paid 


Lodge Regalia of assured damaged by 
fire at the Masonic Apartments in Bev- 
erly, Mass. Paid $60. 
; Baggage of assured lost when his 
automobile was stolen. Paid $160. 

While arranging papers with custom 
officers at South Hampton, England, as- 
sured’s coat stolen. Paid $88.50. 


THREE PARTY TRUCE 


In discussing foreign conditions of 
Marine insurance importance in 1925, 
Howard P. Moore said in the “Journal 
of Commerce,” this week: 

“Marine circles were gteatly heartened 
durir ¢ the latter part of 1925 by news ot 
the t! ree party truce among leading Lon- 
Con underwriters—Commercial Union, 
London Commerce and Royal Exchange. 
If the understandings hold it will be 
seen that bottom was struck and that 
1926 conditions, both as to hull and cargo 
will be an improvement over disastrous 
years just passed.” 








WM. H. McGEE SPEAKS 
William H. McGee, head of the marine 
agency of Wm. H. McGee & Co., spoke 
ednesday evening at the Hotel Astor 
efore the Foreign Commerce Club on 
the subject of “Principles in Insurance.” 


Reports on Norway’s 
--. Marine Experience 


os 


DETAILED FIGURES FOR 1923 





Handbook Issued by Shipowners’ Bureau 
A Guide to Tonnage, Losses 
and Indemnity 





The bureau established by the Ship- 
owners’ Association of Norway about 
three years ago for the purpose of col- 
lecting experience data on Norwegian 
tonnage and marine losses has now is- 
sued its figures for 1923 in the form of 
a handbook, so that owners may be able 
at once to refer to the volume when 
about to contract their ships and ascer- 
tain at a glance the experience gained 
by other ships of the same size, age and 
type, as to journeys, time of the year, 
probability of casualties, compensation 
and deductions. Besides being of ad- 
vantage to the owners, the statistics aid 
shipping through guidance to under- 
writers, survey institutions and ship- 
yards. 

The data applies to 734 ships of 1,- 
750,000 gross tons, which were engaged 
in foreign voyages. Because of many 
casualties which have not yet been set- 
tled, the figures are estimated to repre- 
sent about 80% of the totals. The Liver- 
pool (England) Journal of Commerce 
gives the following summary of the re- 
port: 

The hull value of these 734 ships can 
be put at something over 500,000,000kr. 
During 1923, 50 per cent. of the number 
and 55 per cent., of the tonnage were 
under the age of eight years; 73 per 
cent. of the number and 44 per cent. oi 
the tonnage represent ships of less than 
3,000 gross tons. 


Casualties and Indemnity 

Out of the 734 ships in 1923, ten no 
longer existed at the end of the year; 
four were stranded and sunk, four sank 
in the open sea, one was in collision and 
sank, and one disappeared. These form 
115 per cent. of the tonnage and 1% 
per cent. of the number, being a slight 
reduction as compared with 1922, 

The number of casualties was 2,841, 
being an average of 334. The age did 
not make a great difference, but the size 
made some difference. Vessels of from 
1,000 to 2,000 tons had an average of 
4, while those of from 4,500 to 7,000 tons 
were as low as 24. 

The number of cases of general aver- 
age was 125; there were 406 collision 
liabilities, 550 strandings, 558 cases of 
damage through collisions, 1,023 cases 
of damage to hull and machinery in the 
open sea, 38 ice casualties, 36 fires, 26 
boiler cases, 70 anchor and_ chain 
damages, and four cases of pilfering. A 
total sum of 20,250,000 kr. had been paid 
as compensation for these averages 
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down to the date of the provisional con- 
clusion of the statistics. About 13 per 
cent. of the total amount paid repre- 
sented contributions in general average, 
the strandings absorbed 30 per cent., the 
collisions 20 per cent., and damage by 
sea 25 per cent. 

The strandings were distributed over 
all seas, but one-half of the number and 
one-third of the compensation devolved 
upon the North Sea, and one-half of 
the collisions also took place in that 
region. But when the question con- 
cerns damage by sea the Atlantic nat- 
urally occupies the first place. The 
average cost of a stranding was fairly 
precisely 10,000 kr., damage by sea 5,300 
kr., and by collision: 4,500 kr. But a 
grounding on the West Coast of America 
costs three times as much as the aver- 
age, and damage by sea in the district 
ot the Atlantic in the winter costs twice 
as much as the average. Taken as a 
whole, every casuality in America ab- 
sorbs about double what is incurred in 
Europe. 

Damages through stranding that are 
indemnihed amount to 7,500,U00 kr., or 
35 per cent. of the total compensation 
in general average; with deduction for 
age the amount is not far from 10,000,000 
kr. 

In the case of collisions the greatest 
of them are with the quays or lighters 
in the harbor areas. ‘These casualties, 
which are consequently due to errors in 
navigating or manoeuvring, absorb ap- 
preciably over one half of the compensa- 
tion in average. Harbor pilots in the 
many difficult foreign ports make a mis- 
take as to the depth and the current, 
and also of the ship’s manoeuvring 
capacity in many cases. It seems as if 
the captain and mate leave too much to 
the pilot, and it is a question whether 
a considerable number of the strand- 
ings and collisions could not have been 
avoided if the captain had not handed 
over the command to the pilot. 

As to the question of a reduction in 
the number and extent of casualties in 
the open sea, it is stated that many are 
undoubtedly due to ignorance on the 
part of the captain or the chief engineer. 
When they change over from one ship 
to another it is not at all certain that 
the new ship bears the same as the old 
one. The suggestion is made that build- 
ers or classification institutions should 
prepare “instructions for use” in the 
case of every ship. 








— 
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United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,678,186.54 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $6,601,491.37 


Indemnity Mutual Marine Assurance Co., Ltd., Lendon 
Admitted Assets, $1,343,000.06 
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AUTO THEFT RATES HIGHER 


Most Popular Makes of Cars Have Rates 
Advanced in Eastern Territory; Fire 
Rates Unchanged 


New automobile fire and theft rates for 
the territory of the Eastern Automobile 
Underwriters’ Conference are consider- 
ably higher in most cases for 1926 than 
for 1925. These rates became effective 
Monday of this week for all new and re- 
newal policies. Existing policies may not 
be cancelled on a pro rata basis to take 
advantage of the new rates. Fire rates, 
including transportation, do not show 
many changes of importance but theft 
rates vary widely, both as to increases 
and decreases, but the former prevail. 

The new theft rates have been revised 
upon experience data collected by the 
National and Eastern Conferences. Most 
of the radical changes are upon the pop- 
ular priced cars. The new theft rates 
in the New York City territory on some 
makes of cars prove interesting and are 
given herewith with the 1925 rates: 
Chevrolet, $4.40 new; $1.65 old; Cleve- 
land, $2.15 new, $1.65 old; Dodge, $2.15 
new, $1.65 old; Essex, $2.60 new, $1.65 
old; Ford, $6.90 new, $5.55 old; Hudson, 
$4.40 new, $2.95 old; Lincoln, $1.35 new, 
35 cents, old; Marmon, $3.45 new, $2.40 
old; Nash, $2.15 new, $1.65 old; Stude- 
baker, $3.00 new, $2.40 old; Willys- 
Knight, $1.70 new, $0.95 old; and Packard, 
$2.15 new, $0.95 old. 

Some of the cars which had their theft 
rates reduced for 1926 include the fol- 
lowing: Chandler, $3.45 new, $5.55 old; 
Flint, $1.30 new, $2.40 old; Oakland, $2.15 
new, $2.95 old; Oldsmobile, $2.15 new, 
$2.95 old. 


COMMENTS ON MARINE RISKS 





Writer in “System” Advises Shippers 
Not to Try for Protection on Risks 
of Inherent Nature 

In a late issue of “System,” a writer 
on insurance topics makes the following 
comment on marine coverage: 

“It may be stated, as a general prin- 
ciple, that marine insurance is adapted 
principally to take care of fortuitous 
losses, arising from perils of the sea, acts 
of God, and certain other risks for which 
steamship companies and other carriers 
are not liable under the terms of their 
bills of lading. 

“Notwithstanding that the above prin- 
ciple has been in numerous instances 
greatly extended, marine underwriters 
should not be called upon to assume 
what might be termed trade losses, that 
is, loss or damage which may be pe- 
culiar to the commodities handled by an 
exporter or importer. For instance, in 
connection with shipments of perishable 
merchandise, there is, undoubtedly, over 
a period of time, a rather uniform per- 
centage of damage which might almost 
be termed inevitable, due to the very 
nature of the merchandise. Certainly 
this loss is not insurable at any less rate 
than the average loss or damage over a 
given period and it would, of course, be 
of no advantage to a shipper to insure 
this particular form of damage on the 
basis of this rate. It would, however, 
be highly desirable for him to insure 
against such major perils of transporta- 
tion and navigation as fire, sinking, 
stranding, collision, sea-water damage, 
general average and salvage charges. 
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Rogers Caldwell 


I have received quite a lot of inquiries 
about the personality of Rogers Cald- 
well of Nashville, who figured most 
prominently in the insurance news of 
last week inasmuch as he has bought 
control of the Missouri State Life. Some 
of the more routine facts about his 
career will be found elsewhere in this 
paper, but in the added search for side- 
lights on his personality | am informed 
by a friend of his: 

“Rogers Caldwell is one of the most 
interesting characters I have ever met— 
a very lucky individual in view of the 
fact that he has achieved many of his 
desires and also is a connoisseur enough 
to know how to enjoy life. Fifty years 
ago he would have fitted into the “coun- 
try squire” type in its best sense. He is 
enormously wealthy; owns a wonderful 
stockfarm; exhibits blue ribbon horses; 
and has good taste not only in art mat- 
ters but in understanding what are the 
most enjoyable things of life. His fox- 
hunts at night are unique and invitations 
to them are highly prized. His invest- 
ment and bond house ranks very high in 
financial esteem and is Southern cor- 
respondent for Kidder Peabody & Co. 
of Boston.” 

a 


Fraternal Has Its Say About Prohibition 


It is rarely that any insurance organ- 
ization goes on record about such a con- 
troversial matter as Prohibition, but at 
the recent biennial convention of the 
Ancient Order of Gleaners this resolu- 
tion was passed: 

“We recommend the passing by Con- 
gress of changes in the Prohibition Law 
to make the enforcement of the 18th 
Amendment and the Volstead Act more 
restrictive. We would recommend: the 
placing of all employees of the Prohibi- 
tion Department under a separate head 
and all employees under Civil Service 
to take them out of the ‘Spoils System’ 
of politics. We would recommend that 
there be no change in the Law to raise 
the alcoholic contents of beverages.” 


* * * 


One Thing Which Will Not Be Left 
To Lyle 





Lyle Stephenson, an energetic Kansas 
City agent, who has made his slogan 
“Leave It To Lyle” known from one end 
of fire insurance America to the other, 
is a clever publicity man, but I am now 
cherishing a grouch against him as the 
result of the receipt of a blotter unac- 
companied by a letter, and reading in 
large type and red ink: “55 persons 
will be killed insautomobile accidents to- 
morrow. Will you be one of them? 
Leave it to Lyle.” 

Isn't that a nice message to greet one 
in opening an envelope, and what does 
it mean? I certainly hope that I shall 
not be one of the fifty-five unfortunates. 
Possibly, Lyle wants to tip me off that 











he can fix it so that I can become a 
member of this magic mortality circle. 
Or, that in back of his mind is that he 
can arrange that I shall not be. But re- 
gardless of his intent I doubt whether 
this blotter will sell any insurance. If 
I were contemplating buying automobile 
or any other kind of insurance I would 
not “leave it to Lyle” on the strength 
of that flaming blotter. 


* * 
Sanborn O. K.’s Lyle’s Blotter 





In order that Lyle Stephenson may 
not feel too much distressed at the little 
paragraphs printed above, I can com- 
municate to him that I showed his blot- 
ter to Paul C. Sanborn, the brilliant, 
young Boston agent of the State Mu- 
tual Life, and he thought the blotter 
was most effective in view of the fact 





that it called the attention of the re- 
ceiver to insurance. 
* ok * 
This Book Is the World’s Best Fifty 
Cents 
There is one book which is issued 


each year in the smallest of all possible 
type, four and six point, and yet I doubt 
if there is a more popular book in 
America or one which is referred to 
more often by readers. It is the World 
Almanac and Book of Facts, which is 
now in its forty-first year of publica- 
tion and has 916 pages. The 1926 volume 
is before me and I notice they have in- 
creased the price, which is now 50 cents. 
At the start it was 25 cents, later going 
up to 35 cents. 

I have always been very curious to 
know how such an Almanac is issued 
and how it is edited. The editor of the 
1926 Almanac is Robert Hunt Lyman, 
who is a Fellow of the Royal Geographi- 
cal Society and has some other titles. 

The scientific progress of the year was 


prepared by Dr. Gilbert Grosvenor, 
president of the National Geographic 
Society. Various departments of the 


Government extended assistance even to 
the extent of reading proofs and statis- 
tical tables. Members of embassies, 
ministries and consulates extended co- 
operation. The book even contains the 
text of the Locarno treaties and the re- 
port of S. Parker Gilbert on the suc- 
cessful completion of the first year of 
the Dawes Plan. 

It requires a regular staff to get out 
this book and thus it keeps in touch 
with such features as the chronolog- 
ical record, necrology, benefactions, 
financial and business reviews, labor re- 
view and sporting events and records. 

a 


Cities Now Have Managers 





One of the features of the World 
Almanac to which I turned with interest 
was the section showing the number of 
cities which now have city managers. 
These city managers, experts in muni- 
cipal matters, are gradually taking the 
place of mayors in America. I noted 


that the list of the towns where there 
are no mayors but only city managers 
takes four columns of type. 


** *& 
The Writers Whose Fiction Sells Best 





I also turned to the section of the 
World Almanac telling about the best 
selling books of fiction and found that 
from the year 1900 to 1924 the man rank- 
ing highest in the percentage table of 
sales is an author who has not written 
anything since 1917, and that is Winston 
Churchill. Next to him is Harold Bell 
Wright; then comes Booth Tarkington. 
The most popular woman writer in 
America is Mary Roberts Rinehart. 


Some interesting figures for 1924 on 
American book production are printed. 
The Almanac says that there were 6,380 
new books issued in America in 1924 
as against 8,024 in Great Britain. The 
principal differences is in the fiction sec- 
tion as the British printed 1,220 different 
books under that title while the Ameri- 
cans printed only 871. Without looking 
into the figures one would think that 
there would be more works on philos- 
ophy printed in the old country, but 
America led in this respect. There were 
654 different kinds of books published 
on religion in this country in 1924 and 
665 in Great Britain. There is a pretty 
close race on biography, 430 different 
books being printed in United States as 
against 418 in Great Britain. 

The libraries of America have 71,000,- 
000 books. 

* * * 


One American College Has 34,835 
Students 





I turned to the colleges, a mere listing 
of the names of which fills six and a 
half pages. According to this list Har- 
vard has 8,033 students. University of 
Illinois has 12,000; City of New York 
has 9,500; University of Chicago, 13,357; 
Columbia University and all of its schools 
has 34,835; Boston University has 6,236 
students; Michigan has 9,456; New York 
University, 20,760; Ohio State Univer- 
sity, 11,535; University of Pennsylvania, 
8,385. Did you ever hear of Temple 
University of Philadelphia? It has 10,020 
students. The University of Wisconsin 
has 7,916. The most largely attended 
university in Canada is the University of 
Montreal which has 5,323 students. The 
famous McGill University, also of Mon- 
treal, has 2,350. 

Now against this, let us look at il- 
literacy. The Bureau of Census table 
of 1920 is used. On a basis of the popu- 
lation of the United States over ten 
years of age, of 82,739,000 the World 
Almanac gives 5,000,000 as the number 
of illiterates. Of these, 1,242,000 are na- 
tive born and white. 


* * * 


Contains Considerable Insurance Data 





What has the World Almanac to say 
about insurance? On page 746 appears 
the insurance rates for registered mail; 
on page 745 the American Experience 
Table of Mortality, and on page 746 
are expectancy tables and annuity rate 
tables. The expectation of life tables 
were prepared by Dr. Louis I. Dubhn 
of the Metropolitan Life. 

The table of life insurance. in force 
in America and of the annual fire losses 
appear on page 378. 

Articles about British compulsory in- 
surance, laws on compensation insurance 
in the United States, interesting stories 
of fire departments, losses, and other 
subjects are covered. 


* ok * 
McNamara’s Size-Up of His Speakers 





From this point on I'll let John C. 
McNamara, manager of the Guardian 
Life’s rapidly growing general agency 
in Church Street, write this page. He 
has arranged for an educational course, 
beginning February 1, which has for its 
speakers Clay W. Hamlin, Frank A. 


‘at Buffalo, N. 


Berthold, William S. Blizzard, William 
N. Compton, Lawrence E. Simon, Frank 
W. Pennell, Charles I. Scott, Joseph 
S. Blume, Ernest B. Houghton, George 
A. Kederich, Nelson M. Way, Henry 
Sheldon and Dr. Charles B. Piper, and 
here is what he says of these speakers, 
taken from “The Stethoscope,” published 
monthly by the John C. McNamara 
Organization : 


Clay W. Hamlin last year delivered 
more than $10,000,000 personal paid for 
business! Quite an agency in himself, 
isn’t he? He is our idea of making a 
presentation unanswerable! Mr. Hamlin 
writes his business practically nation- 
wide. His home and headquarters are 
He is thirty-seven 
years old, with seventeen years’ experi- 
ence. 


Frank A. Berthold, whose 1925 Leader- 
ship of one of the prominent Companies 
has already been published, and whose 
name has long been a synonym for big 
writings! Mr. Berthold has been en- 
gaged in life insurance fifteen years, and 
has developed a splendid clientele and 
contact. He has been a company leader 
nationally for a number of years. 

William S. Blizzard, a constant pro- 
ducer of big business who has developed 
a splendid direct-by-mail _ contact- 
machine. Mr. Blizzard is a large ac- 
cident writer as well, using it largely 
as an entering wedge for life negotia- 
tions. Judged by his volume, he must 
do it most effectively. He is one of the 
largest independents. 

William N. Compton, long a veteran 
writer of big business! Knowledge 
backed with a smiling geniality stands 
Mr. Compton in good stead. Possessed 
of a present splendid clientele, he is 
constantly widening it by effective use 
of the mail through strictly personal 
letters. And he always makes one case 
lead to another. 

Lawrence E. Simon, one of the young- 
est big writers in the City, approximating 
a $4,000,000 production! Mr. Simon be- 
gan his life insurance career as a clerk, 
but soon started selling and has never 
stopped, and we don’t guess he could 
now if he wanted to do so. His methods 
and career will make a splendid inspira- 
tion. 

Frank W. Pennell, who has combined 
the weekly “quota” idea and the “end- 
less chain” system into a big success! 
Moreover, Mr. Pennell is a consistent 
writer of a large number of lives. He's 
made it a business habit. His business 
is growing steadily so he’s doing the 
same things you should do—improving. 

Charles I. Scott, mixes emotion with 
technique so that the prospect’s pen just 
leaks out his signature. We have al- 
ways felt that Mr. Scott was somewhat 
dramatic; we think you will after you 
have heard him sell that way. And you 
will always remember some one little 
thing he does. 


Joseph S. Blume, probably the largest 
producer of life insurance among the 
general insurance brokers of the City. 
The Star Salesman issue of the Insur- 
pnce Salesman credited Mr. Blume’s 
organization with $5,000,000 in 1924. He 
himself declines to give figures, but final- 
ly did agree to talk for us. 

Ernest B. Houghton, Guardian Man- 
ager at Rochester, N. Y., and recently 
the World’s Champion Writer in num- 
bers of lives in a single month, paying 
for 690 lives in October! What matters 
in that somebody has since exceeded 
that record? Mr. Houghton still has 
plenty to tell us about. 

Raymond L. Korndorfer, who was the 
World’s Champion, prior to Ernie 
Houghton, with 560 lives in a month, 
and who always will be champion of 
the Bronx, and who in our opinion wil 
wear the laurel wreath again shortly! 
All he has to do is to go after it. He'll 
get it. 

George A. Kederich, the only Agency 
Manager on the list, because he is Presi- 
dent of the New York Life Under- 
writers’ Association! And moreover, 4 


personal writer of parts. Mr. Kederich 
(Continued on page 33) 











| you 


January 22, 1926 













a— UNDERWRITER 


——— 
—————— 











— 




















CASUALTY AND SURETY NEWS 














Industrial Accidents in 
Germany 


Notes on Insurance and Prevention of Accidents by 
Chief Engineer of Trade Mutual Insurance 
Association and by Accident 
Prevention Expert 


The following notes relative to insur- 
ance against and prevention of industrial 
accidents in Germany were made on the 
basis of information given out by Messrs. 
Alvensleben and Michels. The former is 
the chief engineer of the Trade Mutual 
Insurance Association (Berufagenossen- 
schaft) for the electrical and precision 
mechanical industries in Germany. The 
latter is the manager of the central office 
of the Department for the Prevention of 
Accidents of The Federation of Trade 
Mutual Insurance Associations m Ger- 
many. 


Trade Mutual Insurance Associations 


According to the German law each 
of the different trades must organize, on 
the basis of legal rules, a so-called 
“Berufsgenossenschaft” (Trade Mutual 
Insurance Association), which we shall 
designate in the following by the symbol 
BG. The trades are divided into 67 
classes and a hazard factor is estab- 
lished for each of the classes for a 
period of five years, revision being made 
after this period. The rate for 1924, that 
is, the premium to be paid for 1000 marks 
of wages per year paid by the employer 
amounted to 4.15 marks for the electrical 
and prevision mechanical industries, as 
against 19.87 marks for the mining in- 
dustries. (These figures represent the 
statistical average.) 

There is no alternative for the em- 
ployers regarding measures to insure 
their workmen; they are obliged to have 
this insurance established through the 
BG. The BG has a chief engineer and 
inspectors who regularly visit the plants 
of their members. 


Collecting Statistics for Years 


Statistical data on the insurance busi- 
ness have now been compiled by Mr. 
A., over a period of eight years. When 
he started there was nothing on record; 
at present his staff consists of eight 
people in the office and six inspectors 
who travel all over Germany, from Berlin 
as a center. Each of these inspectors 
stays one month in the office and deals 
with all routine work so that he is 
equipped to take Mr. A’s place, if nec- 
essary. Some BGs do not have their 
Inspectors centralized in Berlin but sta- 
tion them permanently in the industrial 
districts concerned,—a system which 
Mr. A. considers less desirable because 
of a looser contact between chief engin- 
eer and inspectors. 

The BG rules are worked out by the 
so-called Labor Association (Arbeits- 
gemeinschaft) which is divided into sec- 
tional committees, corresponding to the 
different trades. However, in order to 
avoid duplication. of work, there is no 
such sectional ‘committee for the elec- 


trical industry, as all specifications re- 
lating to the latter are established by 
the VDE (Verein Deutscher Elektro- 
techniker). The labor unions are rep- 
resented in these sectional committees 
and cooperate very actively. 

Besides the central office for the in- 
surance against accidents of the BG, 
there is a central office for the preven- 
tion of accidents, which has its rami- 


fications in the local divisions of the 
BGs. 


Three Kinds of Rules Posted in Plants 


Three kinds of BG rules 

posted in the plants, namely: 

1. A diagram of the electric connec- 
tions. 

2. Prescriptions for the rehabilitation 

of persons after accidents. 

3. Operating rules. 

The BGs have the authority to fine 
employers and employees for not com- 
plying with the BG rules. An employer 
may be fined up to 1,000 marks, and an 
employee up to 6 marks. Mr. Alvensle- 
ben stated that he never made use of 
this authority as he was of the opinion 
that compliance with the rules should be 
attained by educating the people and not 
by fining them. His colleague in charge 
of the BG on foodstuffs, however, is of 
a different opinion and very often im- 
poses fines. 

The BGs are subordinated to the Fed- 
eral Insurance Office (Reichsversicher- 
ungsamt), and the latter is again sub- 
ordinated to the Federal Department of 
Labor (Reichsarbeitsministerium). 


must be 


Cooperation with Governmental 
Inspection 


Another organization which is subor- 
dinated to the Federal Department of 
Labor is the Federal Labor Council 
(Reichsarbeitsverwaltung) which, in its 
turn, has its inspectors in the different 
districts into which the company is sub- 
divided. These inspectors are, therefore, 
governmental employees, whereas the in- 
spectors of the BGs are not, but are in 
the employ of the semi-official BGs. Both 
kinds of inspectors have to cooperate in 
certain respects. For instance, a gov- 
ernment inspector cannot change safety 
specifications established by the BG, 
without informing the BG. He may, for 
example, want to issue a decree that 
belts shall be guarded for speeds from 
8 meters per second upward, instead of 
for speeds from 10 meters per second 
upward, as specified by the BG rules. In 
such a case he has to report his deci- 
sion to the BG, and if the latter does not 
agree, it may take the matter up with 
his superiors. If the case is important 
it may go up the line to the Federal 
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Labor Department. Inversely, the BG 
inspectors are not allowed to make 
changes in the specifications issued by 
the governmental inspectors without 
properly consulting with them. 


Boiler Inspection 


Besides the BG and direct govern- 
mental inspection there is a third kind 
of inspection, namely, the so-called 
“steam boiler supervision” (Dampfkes- 
selueberwachung), which is not based on 
a federal or state law, but on legal rules 
(Verordnungen). Originally this inspec- 
tion exclusively concerned steam boilers, 
but afterwards its field has extended 
also to motor cars, compressed gas cylin- 
ders, acetylene plants and elevators. The 
expenses of the inspection are paid by 
the employers to their “boiler super- 
vision associations.” According to Mr. 
A’s statement an effort of the German 
social-democrats to substitute industrial 
workers for the technically trained in- 
spectors,—which effort failed to have 
success,—nearly brought about the dis- 
solution of the boiler supervision asso- 
ciations. 

The BG inspectors are allowed, but 
not obliged to inspect steam _ boilers, 
ete., such inspection being, in fact, the 
special field of the inspectors belonging 
to the boiler supervision associations. 
The rules for the inspection of boilers, 
etc., are not entirely uniform in all of 
the states, but efforts are being made to 
arrive at such uniformity. 


Attitude of Labor Unions 


Mr. A. also stated that in the matter 
of accident prevention and insurance, 
the workers in the several trades take 
a very different attitude with regard to 
governmental influence, which in the 
present Germany is a very democratic 
one. The building trades and the wood- 
working industries are very much in 
favor of government power; the metal 
trades are hesitating what attitude to 
take; and the printing trades are very 
strongly against government power. 


Labor Councils 


According to the German law each 
plant of a certain size must have a labor 
council consisting of employees, chosen 
by their fellow-workers and paid by the 
employer on the current wage _ basis. 
This council must have an office at its 
disposal so that the workers in the pliant 
may have an oppportunity to submit 
readily complaints or suggestions to 
them. One man on the council is in 


Casualty & Surety Club 
Prepare 1926 Program 
FIRST DINNER ON MARCH 4 


Two Speakers Scheduled for Each 
Meeting; Spring and Fall Golf Tour- 
naments Planned 








The Casualty & Surety Club of New 
York are off to a good start this year, 
having lined up its activities for the 
year at an executive committee meet- 
ing last week. The first informal affair 
will be on March 4 and two speakers 
are scheduled, one for a “shop” talk 
and the other to entertain. This prac- 
tice will be followed throughout the 
year. The next informal dinner will be 
on April 22 while the annual formal din- 
ner of the club will be on November 4. 
The Christmas party this year is sched- 
uled for December 28. 

The spring and fall golf tournaments 
will be held some time in the second 
week of June and the third week in 
September respectively. H. P. Hall, as- 
sistant manager of the New York office, 
Indemnity Company of North America, 
is the chairman of the golf committee 
and promises a good program at both 
tournaments. Other committee chair- 
men are John J. King, Hooper-Holmes 
Bureau, in charge of entertainment, 
and Arthur D. Kelley in charge of mem- 
bership. The new constitution and by- 
laws which was prepared by John Turn, 
Aetna Life, is now in effect. 
charge of accident prevention and should 
cooperate with the BG. Mr. A. stated 
that, according to his experience, as a 
rule these men do not show any interest 
in accident prevention. In some cases 
there is no labor council in the plant 
because of the fact that, although a re- 
quest for the election of members of 
such a council has been properly posted 
as required by law, no election has taken 
place. According to Mr. A., this is often 
due to the fact that the council has a 
hard job to live up to the expectations 
of their fellow workers and may some- 
times get a licking for not doing so and 
thus displeasing their voters. Large firms 
often have a special division for the pre- 
vention of accidents besides the labor 
council, the members of such division 
consisting of both engineers and work- 
ers. 
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{ERE 25% of all accidents happen. 
Here are some typical claims pai 
in settlement of home accidents. 


$120 to E. S. who broke his ehin bone playing 


$150 to H. W. who fell over a chair in the dark. 
$570 to N. H. who fell down stairs. 
$9,500 to L. F. who was struck and paralyzed 
by a slamming door. 
All round accident insurance will pro- 
tect you at home andeverywhgre against 


? 4 ‘# 
financial loss due to accidents, 





with his children a 


Block signals disregarded. Two trains crashed. 

Thirty killed, over a hundred injured, 

THE Quadruple Accident policy rec- 
ommends itself, to the travelling 

public especially, because: 

The amount payable for accidental 
loss of life, limbs or sight quadruples if 
due to railroad or other travel accidents. 

In case of disabling injuries the policy 
pays a weekly income, and allowance for 
operation and hospital expenses. 








WHEN on vacation, travelling, or in- 

dulging in your favorite sport you 
run an extra risk of aceident. That's 
half the thrill. 

But arrange for insurance to cover 
expenses if you get hurt, for there's no 
thrill in burdensome doctors’ bills. 

The policy we recommend pays bene- 
fits for accidental loss of life, limb, 
sight and-for other injuries. Issued to 
men and women, in business or not, for 
any period from one month to twelve. 














"ATURDAY, 11:30 A. M,. An Ohio 
attorney paid $5 for an automobile 
accident policy. 


3:30 P. M. the same day. Badly 
injured on his way to the links, when a 
driverless car, started from a hill top ” 
_by small boys fooling with the brakes, 
crashed into his car. 


Total benefits paid by the $5 accident 
policy, $747. 








The Connecticut General is circulat- 
ing some extremely effective literature 
about accidents which through distrib- 
ution to clients by agents of that com- 
pany are found to produce sales of acci- 
dent policies. Facsimiles of four of the 
circulars in the series are printed on this 
page. 


A. J. JACKSON HONORED 


Dinner to Him on 25th Anniversary With 

U. S. F. & G.; President R. H. 

Bland Attends 

As a tribute to his 25 years of serv- 
ice with the U. S. Fidelity & Guaranty, 
Adolphus A. Jackson, one of the assis- 
tant managers in New York, was tend- 
ered a dinner a few nights ago at the 
Union League Club, New York, by mem- 
bers of the Old Guard. R. Howard 
Bland, president of the company, and 
George Hynson, treasurer, came up from 
Baltimore to be present while thirty-six 
of Mr. Jackson’s associates in the Old 
Guard were on hand. The officers of 
the company presented him with a hand- 
the Old Guard 
gave him a large silver dish. 

Mr. Jackson joined the U. S. Fidelity 
& Guaranty in 1901, shortly after it 
opened its New York office. At that 
time its assets were $2,256,197 as com- 
pared with $46,000,000 on January 1, 1926. 
Mr. Jackson started as an office boy 
and has risen through various depart- 
ments until he is now an assistant man- 
ager, confining his efforts chiefly to sure- 
ty. As an indication of the company’s 
growth in New York, he said to 
Tue Eastern UNbERwRITER: “When I 
started here we had twenty clerks in the 
office; now we have more than five 
hundred.” 


some silver vase and 





35 YEARS WITH AETNA LIFE 


John M. Parker, Jr., secretary of the 
accident and liability department of the 
Aetna Life, completed 35 years of service 
with the company on December 31. Mr. 
Parker, who is a native of Hartford, be- 
came an assistant secretary of the company 
in 1904 and was elected secretary one year 
later. 


Probably the most interesting is the 
picture of the home. 

The man thinks that he is 
subject to accident and other violent in- 
jury only by automobile or while travel- 
ing, and it proves a great surprise to 
him to learn that 25% of all accidents 
happen in and around the home. A long 


average 


list of typical home accidents can be 
obtained by any accident agent from the 
Home Office of his company. 

One of the pieces of illustrated litera- 
ture used by the company shows four 
men on a hunting expedition. Recently, 
New York State issued a long list of 
statistics of the number of people who 


have been killed while hunting. 

There are few divisions in insurance 
where so many pictorial illustrations of 
the necessity of insurance can be given 
as in accident insurance. 

The literary department of the Con- 
necticut General has done a particularly 
good job in this regard. 
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We offer Casualty and 
Surety facilities to wide- 
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SYRACUSE CASUALTY SCHOOL 





Intensive Training Course Opened by 
Aetna Life for Agents in Central 
New York 


_A training course covering all casualty 
lines was opened on January 18 in Syracuse 
by the Aetna and affiliated companies at 
the Central & Eastern New York Agency, 
Inc., of which Wadsworth & Olmstead are 
managers. ; 

While the duration of the training school 
will not be very extended, it will neverthe- 
less be highly intensive. The subjects wiil 
include practical application of manual 
rates, manual charges, policy coverage, and 
the soliciting of casualty lines. Emphasis 
will be placed upon the Aetna plan of in- 
surance and bonding protection, which 
involves a complete survey and analysis of 
the prospect’s insurance needs. 

Amos Redding, who conducts the cas- 
ualty school held at the home office each 
summer, will be in charge at Syracuse, 
assisted by special agent E. C. Knapp. 
About 50 agents from New York State 
will attend. 





OPENS BRANCH IN BOSTON 





G. B. Griffith to Manage New Standard 
Accident Office; For All Lines in 
New England 


The Standard Accident has opened a 
branch office in Boston, located at 40 
Broad Street, which is planned to add 
to the effectiveness of the companys 
service in New England. Dewick ¢ 
Flanders, however, will retain their 
agency of many years’ standing and will 
— to write all lines for the Stand- 
ard. 

The new Boston office has Grove B. 
Griffith as its manager and under his 
leadership it will supervise and render 
service to the entire New England ter- 
ritory, from which it will accept all lines 
of insurance. In Boston, however, it will 
write only bonds. 
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General Approval of 
New Automobile Rates 
TRAFFIC CONDITIONS BETTER 


Underwriters Say New Manual Simpler; 
Z Group Eliminated Due to 
Improved Experience 








Automobile underwriters view with ap- 
proval the new liability, property and 
collision rates which were put into effect 
this week by the National Bureau of 
Casualty and Surety Underwriters. One 
New York executive says: “They will 
help the automobile business generally 
since they are simpler than before and 
represent the experience of the four po- 
licy years 1921 to 1924, all brought down 
to the level of the latest year.” 

The new rates as a whole are slightly 
lower than heretofore prevailing but the 
changes are not uniform in all territories, 
particularly in the centers of population. 
This is due to the fact that improved 
conditions in several cities have made it 
possible to grant substantial reductions 
while in other places an increasing acci- 
dent frequency, together with a rising 
cost of claims has resulted in sharp in- 
creases. 

Consolidation of Groups 


The four symbol groups for rates for- 
merly designated W, X, Y and Z have 
been consolidated into three groups, now 
designated W, X an Y. This consolida- 
tion has been made possible by improved 
experience on the cars in the former Z 


oup. 

Commercial Cars.—The public liability 
and property damage rates continue un- 
changed, except in a comparatively few 
places where the reallocation of terri- 
tories has had the effect of changing 
rates. 

Garages—Both public liability and 
property damage rates have been sub- 
stantially decreased except in certain 
territories, where rates were either in- 
creased or left unchanged. 

Public Automobiles.—The specified car 
public liability and property damage 
rates continue unchanged except in one 
or two territories. 

Collision Insurance.—The 1926 collision 
rates are the same as the 1925 rates 
everywhere except in a few territories 
where the rates have been increased. 

New York City Rates 

Automobile liability and property dam- 
age for New York City are given be- 
low and compared with the rates pre- 
viously in force: 


Property Damage Liability 
Symbol New Old New Old 
NY) -gisvoern $24 $27 $87 $92 
» ieee 30 30 107. = 109 
Be secered 38 (36) 136 (132) 
Bee Sater ae ~s (162) 


Symbol “W” includes such cars as 
oe Dodge, Chevrolet and Overland 


Symbol “X” includes such cars as . 


Willys-Knight, Essex, Nash (Light Six), 
Studebaker (Light Six), Buick (Light 
Six), Moon (6), Chrysler (Four and 
Six), Oldsmobile, Oakland and Hudson. 
Symbol “Y” includes such cars as 
Marmon, Rolls Royce, Locomol ile, 
Packard, Studebaker (Big Six), Buick 
(Big Six), Cadillac, Lincoln, Pierce Ar- 
Tow and Rickenbacker. 
In comparing the rates for pleasure 
Cars, it is noted that such cities as Chi- 
cago and Detroit enjoy particularly low 
tates due to favorable traffic or other 
conditions now prevailing in these cities. 
he new manual will differ from pre- 
vious issues as it will contain rate sheets 
for each state. Each sheet will present 
in compact form practically all of the 
tates applying to all, territories in a 
Particular state. ey 
{ ity 

KUHN TALKS ON ACCOUNTING 
Edward C. Kuhn, resident manager of 
the Union Indemnity, was a lecturer last 
week before the intermediate class in 
Suretyship, conducted by the Insurance 
nstitute of America. Mr. Kuhn talked 
n accounting. 





PROMOTIONS IN N. Y. CASUALTY 





R. E. Robson Succeeds J. K. Clark; 
Three New Assistant Secretaries; 
All Veterans 


Following the custom of promoting from 
the ranks, J. Carrol French, president of 
the New York Casualty, has advanced 
Robert E. Robson, a veteran in the com- 
pany, to secretary succeeding J. K. Clark 
who died last week. Frederick D. Kruse, 
Mathers C. Mahon and Alfred E. Schaefer, 
all old time employes, have also been made 
assistant secretaries. 


Mr. Robson started with the organization 
as an office boy and in the capacity of 
assistant secretary has travelled through- 
out the country in charge of agency under- 
writing. He has the good will of agents 
and field men and has been an important 
factor in building up a strong agency 
force. . 

Alfred E. Schaefer succeeds Mr. Robson 
as assistant secretary. He has been in 
the local department for the past sixteen 
years. Mr. Kruse has been with the com- 
pany for 23 years; he has seen service in 
the loss department and in his new capacity 
will interest himself particularly in the 
financial end of the company. Mr. Mahon 
as: assistant secretary will remain in charge 
of the local department of which he has 
been manager. He has been with the New 
York Casualty for 20 years. 

In commenting upon the promotions 
President French said: “Mr. Clark’s death 
came as a great shock to us all. He was 
one of our best men and his place will be 
hard to fill. I do believe, however, that the 
new executives of the company merit their 
promotions and are fully qualified for their 
respective positions.” 





The Eagle Indemnity has appointed 

the White-Preston Agency, Phoenix 
Building, Minneapolis, Minn., as its 
general agents. 


Open for a 
good casualty 
company ? 
Let us tell you 
how we are 


fixed in your 
territory. 


ZURICH 


General Accident & Liability 
Insurance Company, Ltd. 


HEAD OFFICE, Chicago 


EASTERN DEPT., New Tork 





NOT NEGLECTING SMALL AGENTS 


A. F. Wright of Albany Office of Ocean 
Showing Increased Premium 
Income; Force of 26 





There are now twenty-six members 
in the office force of the Albany office 
of the Ocean Accident & Guarantee, as 
contrasted with ten a year and a half 


ago. 

A. F. Wright is resident manager of 
the Ocean at Albany and he has made 
quite a drive for small agents and has 
made an effort to satisfy their needs, 
as well, of course, as the right kind of 
service for the men handling, the larger 
lines. The result has been a large in- 
crease in premiums written. 

Mr. Wright has a pretty wide acquaint- 
ance. He was with the Ocean in New 
York City from 1915 until 1921; then 
went with the Fidelity & Casualty as a 
special agent in the Albany territory; 
from which position he went to the 
Ocean at Albany. He was born in New 
York, attended an academy and high 
school and Westminster College; He 
started in the insurance business at 59 
John Street as a clerk, later doing 
counter work and special agency work 
in New Jersey. He was then made sup- 
ervisor of the Brooklyn office of the 
Ocean. 

Recently Mr. Wright has delivered a 
number of addresses before various Ki- 
wanis and other clubs in New York 
State on the subject of “Greater 
Safety.” 





TRIBUTE TO A VETERAN 

After serving nearly 27 years as 
cashier for the Continental Casualty, 
Charles S. Cornelius has retired from 
active service. In paying a tribute to 
his long term of service, the board of 
directors said: “To occupy such a po- 
sition of trust for more than a quarter 
of a century is indeed a distinction given 
to but few.” 





New Jersey May Pass 
Compulsory Auto Bill 


AUTO DEALERS AT HEARING 





Are Not Antagonistic But Want Certain 
Points Clarified; Present Legisla- 
ture to Get It 





Representatives of insurance com- 
panies and automobile dealers in New 
Jersey attended a hearing last Friday 
in the Newark city hall on the proposed 
compulsory insurance bill, which As- 
semblyman Comstock of Passaic County 
is preparing to introduce in the Leg- 
islature. The hearing was before for- 
mer Assemblyman Hershfield of Passaic 
County and Motor Vehicle Commission- 
er Dill, chairman and secretary, re- 
spectively, of a commission appointed 
by the 1924 Legislature to determine the 
advisability of recommending the en- 
actment of such a bill. 

The commission went over the details 
of the bill and suggestions were made, 
which will be considered before it is in- 
troduced. A further hearing will be held 
today at the city hall in Atlantic City. 

Mr. Hirshfield declared that the com- 
mission was not trying to jam through 
the bill, but was trying to protect the 
public and the automobile driver. A 
man would be silly, he said, not to pro- 
tect his home by fire insurance, and yet 
there are more automobile accidents 
than fires. Mr. Dill pointed out that less 
than twenty-five per cent. of the auto- 
mobile owners of the state are covered 
by liability insurance, while in Connec- 
ticut the percentage is about forty-six. 

Clarence Fisher of the Cadillac Motor 
Car Company said the automobile deal-, 
ers were not antagonistic toward the 
bill, but suggested that a conference be 
arranged between them and Mr. Dill 
to go over it. He expressed the belief 
that the dealers desired that certain 
points in the bill be clarified. 





LEAVES GENERAL CASUALTY 





George T. Taylor Resigns as Vice-Pres- 
ident; a Splendid Leader of Wide 


Experience 


After nine years with the General Casu- 
alty & Surety, George T. Taylor has re- 
signed, effective January 15, as vice-presi- 
dent of the company. Mr. Taylor’s future 
plans have not yet been announced but it is 
expected that he will remain in Detroit for 
the time being. He has made a host of 
friends in the field as well as in casualty 
executive ranks. 

Mr. Taylor entered the insurance busi- 
ness in 1893 as an agent at Cincinnati for 
the Manufacturers’ Accident Indemnity of 
Geneva, N. Y. In his 33 years of experi- 
ence he has been through the mill from 
agent to the executive position held at the 
time of his retirement. In 1895 when the 
U. S. Casualty was organized Mr. Taylor 
joined it and was considered one of the 
pioneer special agents to develop liability 
business among the New York City 
brokers. In 1901 he joined the New Am- 
sterdam Casualty as superintendent of 
agents; promoted to secretary in 1903 and 
remained in that capacity until 1916 when 
he opened a brokerage office. 

With the General Casualty & Surety 
Mr. Taylor has been in actual charge of all 
the various departments, the rapid growth 
of the company being largely due to his 
leadership. He was treasurer of the Inter- 
national Association of Casualty and 
Surety Underwriters for six consecutive 
terms. 





WOULD REPEAL THIS LAW 

A bill has been introduced in the 
Massachusetts Legislature for the re- 
peal of the compulsory auto insurance 
law passed last year and to become ef- 
fective January 1, 1927. 
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Falconer to Lead 
Phoenix Indemnity 


H. P. JACKSON HEADS NORWICH 





Both Offices to Operate Separately Here 
Under Friendly Arrangement 
of Parent Companies 





Ever since the resale of the Norwich 
Union Fire by the Phoenix Assurance 
in London last summer there has been 
speculation as to the official personnel 
of the Phoenix Indemnity and Norwich 
Union Indemnity in this country. It is 
now understood that W. G. Falconer, 
who has been president of both com- 
panies, will retire as the head of the 
Norwich Union Indemnity and continue 
as president of the Phoenix Indemnity. 
Mr. Falconer will establish that com- 
pany in new head office quarters here. 

While the official change will not take 
place until formal meeting of the direc- 
tors about a month hence it is under- 
stood that H. P. Jackson has been se- 
lected to become the president of the 
Norwich Union Indemnity. Mr. Jackson 
has been vice-president of both com- 
panies up to the present time. No def- 
inite announcement has been made as 
to the home office staffs of the com- 
panies, but it is likely that some of the 
present dual organization will go to one 
company and some to the other. 





TO INCREASE CAPITAL STOCK 





Metropolitan Casualty Stockholders to 
Pass on Boost to $2,500,000; Re- 
flects Growth of Company 
A proposal to increase the capital 
stock of the Metropolitan Casualty will 
be presented to stockholders of the 
company at their annual meeting Feb- 
ruary 2. The plan is to boost it from 
$1,500,000 to $2,500,000 by the issue of 
40,000 shares of $25 par value, the new 
shares to be offered to stockholders at 
¥5 a share. Present stockholders will 
be given the privilege of subscribing to 
two shares of the new stock for each 
three of the present outstanding stock 
owned by them. The sale of stock will 
add $1,000,000 to the capital stock and 

$2,000,000 to the surplus. 

President J. Scofield Rowe states that 
the great growth of the company during 
the past year has prompted the manage- 
ment to increase the capital stock at 
this time. The figures for 1925 show that 
admitted assets of the company as of 
December 31 last were $7,198,244, an in- 
crease of $3,209,809 over 1924; invested 
assets at market value, $5,000,293, an in- 
crease of $2,175,715. 

NATIONAL SURETY ELECTIONS 

At the annual meeting of the National 
Surety, Matthew C. Brush, William T. 
Dewart, Joseph T. Magee and M. O. 
Garner were elected directors. W. Her- 
mann Schroder, recently made managei 
of the Pacific Coast branch office, was 
elected vice-president of both the Na- 
tional Surety and N. Y. Indemnity. 
Catesby C. Thom, vice-president of the 
National Surety was made a vice-presi- 
dent also of the N. Y. Indemnity. 


CULLEN VICE PRESIDENT 
Vincent Cullen has been elected a vice- 
president of the Fidelity & Deposit and 
Franklin D. Roosevelt has been re- 
tlected a general vice-president. Mr. 
Cullen, as manager of the company’s 
Metropolitan department for the past 
ive years, has made an enviable produc- 
tion record. He is one of the youngest 
surety executives in New York and has 
a host of friends. 








INDUSTRIAL MANAGERS MEET 

he ninth annual conference of the 
Ndustrial Managers of American Bank- 
ffs insurance, held at the executive of- 
fies of the company at Jacksonville, 
lll, was attended by 175 managers from 
H states. Plans for a nation-wide cam- 
Paign in honor of the twenty years that 
President F. H. Rowe has been chief 
€xecutive of the company were adopted. 
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FIDELITY and SURETY BONDS 


Accident, Health, Burglary 
Automobile, Liability, Plate Glass 
Workmen’s Compensation Insurance 


UNION INDEMNITY BLD. "““go'MAIDEN LANE 
$2,450,000.00 NEW ORLEANS 


Company 





Robert R. Brown Now 
Leads American Surety 


F. W. LAFRENTZ NOW CHAIRMAN 





Four Other Promotions Including H. C. 
Willcox As Ist Vice-President and A. 
F. Lafrentz as 2nd Vice-President 





One of the events of the week has been 
he retirement of F. W. Lafrentz as 
resident of the American Surety to be- 
‘ome chairman of the board and the 
‘lection of Robert R. Brown to the pres- 
dency. Mr. Lafrentz has been the pres- 
dent for fourteen years during which 
time the company’s net business has in- 


creased 273%. Mr. Brown has been con- 
nected with the American Surety for the 


ROBERT R. BROWN 


past thirty years and the building up of 
a strong nation-wide agency organiza- 
tion is to his credit. 

In addition to these changes the board 
of trustees at its annual meeting on 
Tuesday elected Henry C. Willcox first 
vice-president; A. F. Lafrentz second 
vice-president, having previously been 
vice-president and comptroller. William 
E. McKell, manager of the company’s 
office at Salt Lake City, was promoted to 
vice-president in charge of production, 
and S. C. Hemstreet was elected to ex- 





ecutive secretary. Other officers of the 
company were re-elected. 


Brown Is Company’s Seventh President 


Robert Rankins Brown, who becomes 
the seventh president of the American 
Surety, has been first vice-president 
since 1914 and prior to that time as su- 
perintendent of agencies and vice-presi- 
dent was the principal factor in building 
up a company agency organization con- 
sisting of forty-three branches and over 
15,000 representatives in the United 
States. He was born in Alabama and 
prior to his association with the Ameri- 
can Surety was secretary and executive 
assistant to the late Major John William 
Johnston, at that time president of the 
Georgia Pacific Railway. 

Mr. Brown is a director of the Amsuco 
Securities Co., the Canadian Surety Co., 
Compania Mexicana de Garantias, Hud- 
son Insurance Co. and R. E. Brown & 
Company, Inc. He is a director, vice- 
president and an honorary fellow of the 
Insurance Institute of America, and al- 
though not practicing as such, he is a 
certified public accountant of the Uni- 
versity of the State of New York. He 
is also a member of the Bankers’ Club, 
Englewood Golf Club, Englewood Club, 
Southern Society and Japan Society. He 
married Miss Elizabeth Turner, daughter 
of the late Randolph Turner of Spart- 
enberg, S. C., in 1895 and their children 
are Randolph FE. Brown, a Princeton 
graduate, who in 1920 was inter-colleg- 
iate track champion in the 100 and 220 
yard dashes, and Eleanor E. Brown, who 
graduated from Vassar College last year. 

Mr. McKell who comes to New York 
as vice-president of the company was 
last year speaker of the Utah House of 
Representatives, and although promi- 
nently mentioned for Governor of the 
State, at this time has given up his 
Western affiliations to assume charge 
of the company’s production work at the 
home office, 100 Broadway. Mr. McKell 
has been associated with the American 
Surety for 15 years and is still in his 
thirties. 


Lafrentz Has Many Activities 


While little has appeared in print about 
F. W. Lafrentz, the new chairman of 
the board, he has proved himself to be 
a keen executive and has increased the 
net premiums of the company and its 
subsidiaries during the past fourteen 
years from $2,500,000 to $9,327,000. In 
this time the income from interest and 
loans increased from $239,000 in 1911 to 
$1,066,000 in 1925 and gross assets from 
$8,804,000 to $20,792,000. During the same 
period the surplus of the company in- 
creased from $1,206,000 to $3,408,000. 
Dividends on the company’s stock 
amounting to $9,175,000 were paid dur- 
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ing this period including the 100 per 
cent. cash dividend of 1912. 

Mr. Lafrentz was born in Germany 
and educated at the public schools. He 
has been prominent in banking circles 
and is president of the American Audit 


Co. Since November 1, 1893, he has 
been connected with the American 


Surety first as chief accountant, then as 
comptroller, vice-president and_ since 
1912, president. He is a C. P. A. in the 
state of New York, president of the 
Board of Examiners under the New York 
State C. P. A. law and a member of the 
American Institute of Accountants, 
which is the successor to the American 
Association of Public Accountants. Be- 
sides Mr. Lafrentz’s other activities he 
still finds time to be a member of the 
firm of F. W. Lafrentz & Co., public 
accountants. 





HEADS CREDIT DEPARTMENT 





U. S. Fidelity & Guaranty Selects R. S. 

Chambers; 25 Years’ Experience; 

Formerly With Bradstreet’s 

Robert S. Chambers is the manager 
of the new credit insurance department 
of the U. S. Fidelity & Guaranty. Pre- 
paring for business with a private school 
and college education abroad, his entire 
career has brought him into intimate 
coutact with banking and credit matters. 

Mr. Chambers was in charge of Brad- 
street’s office in St. Louis for six years 
and for the past twenty-five years has 
been identified with the field and execu- 
tive work of credit insurance with the 
exception of two years as vice-president 
of a mortgage company in which he was 
a stockholder. In the U. S. Fidelity & 
Guaranty Mr. Chambers has had con- 
siderable experience in the underwriting 
and claim departments. The company 
began the writing of credit insurance on 
January 1, 1926. 





JOINS UNION INDEMNITY IN N. Y. 


Joseph W. Wollman joins the Union 
Indemnity in New York, effective Janu- 
ary 15, as assistant to Fred G. Burgoyne, 
accident and health manager. Mr. Woll- 
man has had five years of experience 
in the business, having been with the 
U. S. F. & G. both in Newark and New 


York. Previously he was with the 
Travelers. 





H. & A. CONFERENCE IN MARCH 

The Health & Accident Underwriters’ 
Conference has selected March 2 and 
3 as the time for its midwinter con- 
ference. It will be held at the Book- 
Cadillac Hotel, Detroit. The executive 
committee will probably meet on the 
evening of March 1. 





“Safety first,” remarked the detective’s 
son, as he donned the rubber gloves to 
raid the jam closet. 





BIG BILL 
(Continued from page 28) 
can well convey the Association view- 
point which will be well worth while, 
because of the good the Association has 
and is accomplishing. 

Nelson M. Way, our own “Pi,” who 
writes life insurance the way he used 
to make touchdowns and shoot strikes 
over the plate, years ago at Yale! Na- 
turally, “Pi” stands high in our esteem 
and affections because he was one of 
the rocks upon which our little outfit 
was built. 

Henry Sheldon, of whom we are espe- 
cially proud! Because “Hank” is our 
own product. Climbing from nothing 
into a goodly earned production within 
his first year and a half. “Hank” can 
tell you more about your troubles than 
many of the veterans, because his own 
are so recent. 

And finally, last but not least our own 
Medical Director! Dr. Charles B. Piper, 
one of the best speakers we have ever 
had the opportunity to hear. He has 
had two capacity meetings in previous 
courses. We know he will have one 
every time he speaks. 
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New York “World” Fake 


GOOD BURGLARY RISKS WANTED 
Newspaper Had Printed That Company 
Would Discontinue Writing Them; 
Wild Tale About Bonds, Too 

What turned out to be an absolutely 
fake newspaper story was a yarn in the 
New York “World” on Friday to the ef- 
fect that the National Surety would dis- 
continue writing of burglary risks. The 
story was further embellished with some 
ridiculous statements such as this one: 
“There is more money in bonding in- 
dividuals, even burglars, than there is 
in insuring persons against burglaries.” 

President Ik. Edward St. John of the 
National Surety spiked the story in the 
“World” with the following emphatic 
statement ; 

“My attention has been drawn to 
articles appearing in the press to-day, 
and particularly the New York “World” 
to the effect that the National Surety 
Co. had announced its intention of with- 
drawing from the field of burglary in- 
surance in the Metropolitan district. 


“This statement was unauthorized and 


is wholly untrue. No such announce- 
ment was made and none was contem- 
plated. On the contrary, the National 


Surety Co. is right now very aggressive 
for the development of new desirable 
burglary business. 

“Equally untrue is the statement that 
the National Co. intends to write bail 
bonds for burglars and that it is safer 
to bond burglars than it is to write 
burglary insurance. This company makes 
it a practice not to write bail bonds for 
any persons charged with offences of 
this or similar kind. 

“The facts are that during the past 
six months the loss ratio of the National 
Surety Company on burglary insurance 
has shown a marked improvement, and 
we believe it will continue. 


ability..of the Police “Department to 
ultimately check the..crime wave. The 
reorganization plaris of the new admin- 
istration contemplated, and ‘indeed , to 
dame extent, already accomplished, will 
in our pinion, greatly reduce burglaries 
and robberies in the City of New York. 





BOOSTS CAPITAL‘ TO $5,000,000 
U. S. Fidelity & Guaranty’s Increase Will 
Make Resources Over $48,000,0000 
1925 Company’s Best Year 

Stockholders of the U. S. Fidelity & 
Guaranty ratified the increase in the 

capital stock of the company from $5,- 
000,000 to $10,000,000 at the annual meet- 
ing on Tuesday. It will be offered to 
shareholders of record February 1 at 
$100 a share on a double par basis. If 
this increase is favorably, acted upon, $2,- 
(00,000 will be added to the company’s 
assets, making total resources of over 
$48,000,000. 

In President R. Howard Bland’s re- 
port to the field force he emphasized that 
notwithstanding the heavy increase in 
compensation loss reserves applicable to 
the year 1924 amounting to $905,899.16, 
which was provided in 1925 out of earn- 
ings of the year, the ag surplus 
increased $596,583.47. The. U. S. Fidelity 
& Guaranty has realized the best year 
in its history, in President. Bland’s opin- 
ion. During 1925 the net premium in- 
come was $36,498,611, an increase of 
632,420 over the preceding year. Invest- 
ments in stocks and bonds increased $4,- 
909,497, approximately five times the 
amount invested in 1924. 

President Bland comments on the new 
credit department recently formed in the 
company which will be in complete op- 
eration within a few weeks. It is ex- 
pected that credit insurance will develop 
into a large and profitable line. 

Industrial boards of the various states 
will hold a conference at the Capitol in 
Indianapolis on February 1. 


~tion last week at the Yale Club. 


Head of Claim Ass’n 


E. A. WILLOUGHBY IS POPULAR 





Judge J. Talley Compliments Claim Men 
For Efficient Work at Annual 
Banquet; Beha Talks 





E. A. Willoughby is the new president 
of the New York Claim Association, hav- 
ing been unanimously elected at the an- 
nual meeting and banquet of the associa- 
Mr. 
Willoughby will be supported by Robert 
F. Coleman, of Robert I. Coleman, Inc., 
as first vice president; D. M. Carroll, of 
the Manufacturers Liability, as second 
vice president; Arthur Lohr, of the Amer- 
ican Mutual Liability, as treasurer, and 
Joseph A. Plunkett, of the Union Indem- 
nity, as secretary for the fifth consecutive 
term. 

Mr. Willoughby has been connected 
with the Travelers for the past fifteen 
years, now being in charge of the prosecu- 
tion of all claims appearing before the 
State Industrial Board, as well as over- 
sight of third party actions arising there- 
from. Besides, he has served on a num- 
ber of important official committees in the 
Industrial Board. These committees had 
to deal with rules for compensation pro- 
cedure, office management of State De- 
partment of Labor (Bureau of Compensa- 
tion), legislative appropriations for in- 
crease in personnel of that department due 
to increased detail work brought about 
by legislative enactment and amendments 
to the compensation law to speed up 
settlements and to expedite the administra- 
tion of compensation law generally. 

In 1918 he was requested by the Industrial 
Commission to accept the appointment as 
head of its claim division but he declined, 
desiring to remain with the Travelers. 


Annual Meeting a Success 


Following the election of officers, the 
claim men were treated to an unusually 


80 Maiden Lane, New York, 
Edison S. Lott, President, has 
good openings for two depart. 
ment heads. Address, in writing, 
giving experience and salary de. 
sired, D. S. Moorhead, Assistant 
Secretary. 











good program, the high spot of which was 
reached when Judge J. Talley, eminent 
jurist, complimented them for efficient 
work. He said: “Insurance claim mey 
usually come into court with their cases 
well prepared and in possession of all the 
facts at issue.” He contrasted this with 
the laxity which characterizes the prep. 
aration of cases in the district attorney's 
office. 

Other speakers included Superintendent 
of Insurance James A. Beha, who talked 
humorously as to the functions and cap. 
acity of claim men, pointing out that they 
paid out the premiums collected by the 
companies; Henry D. Sayre, former In- 
dustrial Commissioner and at present in 
charge of the Wolff Industrial Service, 
and Dr. Lewy, chief physician of the Com- 
pensation Commission, who spoke on cer- 
tain’ moral hazards. 





E. F. MOORE IN NEW JOB 

E. F. Moore is the new casualty man- 
ager for Ellis & Holland, general agents 
in Des Moines, succeeding H. H. Stray- 
er. Mr. Moore has managed the Moore 
local agency in York, Nebraska for the 
past five years and is well qualified for 
his new post. Mr. Strayer has _ suc- 
cumbed to the lure of Florida and will 
establish a local agency business there. 


HEARING ON 50-50 POLICY 
At the discussion of the 50-50 plate 
glass policy held recently at the offices 
of the Plate Glass Insurance Exchange, 
it was decided to postpone any action 
until the 1925 experience of all the com- 
panies was available for consideration. 
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55 Fifth Ave., New York 


P. Beresford, U. S. Mgr., Phoenix Assurance Co., Ltd., of London 
D. R. Forgan, Vice Chairman, National Bank of Republic - - 
Fred L. Gray, of Fred, L, Gray Co., Gen. Agents - - 

W. C. Potter, President, Guaranty Trust Company of New "York 
Geo. D. Webb, of Conkling, Price & Webb, Gen. Agents - - 
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In some way many companies fall short of either the agent’s require- 
ments or his expectations, but— 


You never hear a “LONDON” agent say that about his company and, 
what is more you never hear a real, honest agent, representing a competing 
company say it either, because— 


The “LONDON” is the best all-around casualty company in America 
and the records prove it. 


No Double Headers—We Do Not Compete With Our Own Agents. 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


UNITED STATES BOARD 
F. W. LAWSON—Chairman 


Cc. M. BERGER 
United States Manager 
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aa “We want to take this opportunity to assure you of our appreciation of the very 
t — courteous and expeditious manner in which this claim has been taken care of. We 
d be have had occasion to handle a few claims of the same general character with other 
ent in companies, and these experiences led us to believe that a construction bond was a 
Com rather frail sort of security, the surety being so prone to hide behind technicalities 
n cer- to avoid full settlement. The broadminded manner in which this whole proposi- 
tion was handled by your office, therefore, proves very refreshing to us.” 
B 
man- oS fk aS 
gents 
stray- 
Loore 
+ HE F. & D. appreciates keenly the fact that to the man 
Pie in the field nothing is quite so important as the manner 
there, in which the companies he represents take care of his 
clients’ interests. 
plate 
_ The F. & D.’s constant aim, therefore, is to so conduct its 
ction operations as to make it not only easier for its representa- 
m ° . ° P . 
raed tives to obtain business, but also to keep it. 
One means by which the F. & D. makes possible both of 
these things is by the prompt payment of legitimate claims 
without refuge behind technicalities. 
That the Company’s efforts to make its claim service a 
: little more thoughtful and interested than the average are 
=| | recognized and appreciated, is evidenced by the numerous 
= letters it receives from clients. 
The paragraph quoted above is an excerpt from one of the 
i many letters of this character now on file at the Home 
=| Office. 
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TRADE MARKS IN ALL LINES OF 
BUSINESS HAVE SET STANDARDS. 


THE RED ROYAL SHIELD ON AN 
INSURANCE POLICY IS THE ES- 
TABLISHED EMBLEM OF THE BEST 
IN INSURANCE PROTECTION. 


ROYAL 


INSURANCE COMPANY LTD 


DEPARTMENTAL OFFICES: 
ATLANTA, GA. CHICAGO, ILL. 
Milton Dargan, Manager Elwin W. Law, Manager 
NEW YORK BOSTON, MASS. SAN FRANCISCO, CAL. 
Frederick B. Kellam, Manager Field & Cowles, Managers Rolla V. Watt, Manager ¢ 
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